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Business—Sound and Straight 


I. was a joy to meet 
a modest, sincere and thorough shoe man at the Boston 
Market Fair. We will give you his first name, which is 
Jim, and leave you to guess his last name, and if, by 
that strange habit we have of putting two and two to- 
gether the label may chance to fit quite a number of 
shoe men, so much the better. 

Jim was on the old-fashioned outing, where we again 
realized that there is more to the shoe business than just 
shoes. He told us this: “I am enjoying this week fully. 
Last Sunday morning I took my books home and wrote 
out checks on all the accounts due, discount date July 10. 
I mailed checks with one exception—a bill of $1,700 
that isn’t due until the 15th, discount date, and I will 
be back to my store in plenty of time to be square with 
the shoe world on the 15th. I find that I buy better 
when I can look every account in the face and feel 
that I am square with the books. 

“I am running a comparatively small shoe store, but 
it is the joy of my life. Every month I put $75 in the 
cooperative bank, so that I don’t have to wait a year 
to measure my net profit. If, at the end of the year, my 
books show I am ahead of that figure, then I declare 
a dividend for the wife. When I got on this orderly 
track, believe me I learned to buy only what I could 
sell and sell only what I knew the public would buy. Of 
course, I play a few ‘flyers’ for the thrill that it gives to 
the business, but by and large I know what I am doing 
every day in the year.” 

We have a feeling that there are hundreds of little 
merchants who are operating on pretty nearly the same 
basis. Jim took a letter out of his pocket and we saw 
the name of a prominent successful manufacturer on it, 
and its opening salutation to him “Dear Jim: Are we 
on the right track,” etc., etc. This gave us a sidelight 


on the value of Jim’s friendship in a practical, direct 
way, to a manufacturer who found in him a real source 
of frank opinion. Jim may live in a small town, but his 
influence spreads beyond his store, because he lives the 
shoe business every minute of the day and loves it for 
“something more than shoes alone.” 


We are not telling this story as a piece of Pollyanna 
stuff. There is too much of the sweet sound of words 
in most stuff written today. The only reason we men- 
tion it is to counteract some of this cynical attitude 
toward a real business that is rendering a real service 
in every city, town and village of America. The shoe 
game is not entirely one of sharp-shooting, keen prac- 
tise and “buyer beware.” It really is a very sound, sub- 
stantial, sincere vocation and avocation. 

The homely virtues of work, patience and perseverance 
are slowly returning. Example on example may be 
found of modest little stores doing an increased pair 
business this year. The prevailing tendency is a decrease 
in both pairs and dollars, but there is a saving minority 
of stores that prove that good business can be done 
even in a year when the general picture isn’t as rosy 
as we might wish. 

Goods are being sold on “what they will bring” rather 
than on “fixed mark-up.” Selling value now determines 
price. 


0.. thing we noted at the 
Boston show, in conversation with dozens of merchants, 
is that there is an increased disposition toward profit. 
The shadows are drifting away from the picture and 
men see very clearly that the purpose of business is 
There is a cleaning out of wastes and the great- 
Buying was in fair pro- 
There is a ray of 


profit. 
est of these is carelessness. 
portion, and exceedingly careful. 
light coming into the shoe industry, and with it comes 
a disposition toward profit. There is less of a feeling 
of mass-mindedness. The individual is looking at his 
own problem and trying to solve it as an individual. 
Executives are getting back into the business of shoes 
and definite decisions. An honest Yes or No is being 
said. 


(ables) alone 


Editor 








Chain Store Operation 


Seven typical companies and 
their standing 


Also a survey of the problems 
incident to store keeping in 
seven other companies 


Vita statistics on chain 
store operation and development are in process of preparation. The records of 
the past year form the first measuring stick against which records of coming 
years can be placed, and a proper measure taken of the scope and purpose oi 
chain store distribution. A lot of “at random figures” have been quoted as to 
the percentage of shoes sold in chain stores, as against the field, but any estimates 
so made can not be checked and double checked against the records of shoe mak- 
ing, because no organization within the trade keeps either a pair or a dollar chart 
of comparisons. 

A definition of what constitutes a chain store has not been thoroughly determined 
The best classification is given herewith: 

INDEPENDENT STORE—A store owned, operated and merchandised in 
dependently by a merchant who ventures in his own behalf. 

ASSOCIATED INDEPENDENT-—A store owned, operated and largely mer- 
chandised independently, but which may be associated with other independent 
stores in the ownership of a cooperative merchandising organization. 

OWNERSHIP GROUP—Two or more stores owned and administered by on 
interest but operated and largely merchandised separately. (The ownership grou; 
is often classed erroneously as a chain.) 

BRANCH SYSTEM—A parent store with one or more smaller branches within 
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Capitalization Cur. Stores 
COMPANY End Last Div. Market Fiscal End of Sales Inc. Over 
Fiscal Year Rate Years Year Prev. Year 
MELVILLE SHOE F.D. $250,000 _— — 1929 459 $25,520,675 18.1% 
. Pid. { 126-258 she ist, $6.90 dl 1928 410 22,552,353 26.7% 
Com. 354,376 shs.!7 2.00 s 1927 $21 17,799,943 25.9% 
G. R. Kinney Co F.D. $1,643,500 — — 1929 365 "20,861,960 6.9% 
Pfd. 52,468 shs. 8.00 s 1928 317 19,498,819 1.5% 
Com. 160,000 shs.* 1.00 s 1927 295 18,122,083 1.7%d 
D1amonp. SHOE F.D. $268,250 — — 1929 80 16,246,622 ~- 274% 
Pta. { 119-208 se, $30 © =| 1928 55 12,749,681 19.7% 
Com. 210,000 shs. 1.50 Cc 1927 45 10,646,059 9.4% 
I. Mitter & Sons F. D. None — _— 1929 $218 18,552,23714 21.4% 
Pfd. 25,000 shs. 6.50 re) 1928 1718 11,157,429 15.2% 
Com. 174,791 shs. 2.00 Cc 1927 15 9,682,247 9.2% 
Scuirr Co F.D. None — — 1929 15913 9,198,608 71.4% 
Pfd. 10,000 shs. 7.00 re) 1928 8518 5,364,922 389.7% 
Com. 99,000 shs. 2.00 Cc 1927 5818 3,839,308 37.6% 
Fettman & CurRME F. D. None — — 1929 86 7,671,195 11% 
Pfd. 13,690 shs. 7.00 rs) 1928 82 7,159,816 8.5%d 
Com. { 98-900 she 4 oO oO 1927 80 7,827,333 10.7%d 
Epison Bros F. D. None — — 192916 34 3,778,460 27.2% 
Pfd. 7,500 shs. 7.00 ra) 1928 20 2,970,046 35.8% 
Com. 110,000 shs. 1.00 Cc 1927 11 2,186,476 _ 
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a trading area, and merchandise from the parent store. 
(May be an independent, or an associated. independent, 
or a member of an ownership group.) 

STORE CHAIN—A group of stores, owned, operated 
and merchandised centrally. (National chain—of na- 
tional interest; local chain—of local interest.) 

MANUFACTURERS’ CHAIN—Owned and oper- 
ated by a manufacturer and used as an outlet for all or 
part of his production. It may also distribute com- 
modities not of its own manufacture. 

COMMISSARY STORE—A store owned and op- 
erated by an industrial plant, whose main object is not 
for profit, but for service and economy to its employees. 


Tre dividing line 
between chain and independent is in the interpreta- 
tion of these two classifications. Chain Stores—a group 
ot stores owned, operated and merchandised centrally— 
which is different from a Branch System, in which a 
parent store with one or more smaller branches’ within 
a trading area is merchandised from the parent store. 
There is a need for classifying and clarifying these 
divisions of shoe distribution, because many a merchant 
finds himself capable of handling more than one store, 
does that make him a chain store operator? How many 
stores must he operate to be termed in the chain store 
game ? 

Here are the facts to date, as compiled in Chain Store 
Statistics by the investment house of Merrill Lynch & 
Company of New York City. We take the records 
exactly as they are compiled, and we don’t even apply 
the chain store definition to the companies analyzed, for 
two of them at least, might qualify in the other classi- 
fication.. We present the records as compiled by the 
banking house, covering 1927, 1928 and 1929. 


Some general quotations can be given from the 
banker’s report. Twenty years ago the total volume of 
business done by the retail chains was less than a half 
billion dollars. 

It is estimated that there are today close to 6,000 
chains operating approximately 150,000 stores. These 
chains are now doing over five billion of the country’s 
total annual retail business of close to fifty billion 
dollars. 

Another angle to the chain store business indicates 
how chain stores control inventory losses. One of the 
most serious points in chain store operation is through 
losses due to carelesnes and dishonesty. 








NOTES ON TABLES BELOW 


Markets: S—N. Y. Stock Exchange; C—N. Y. Curb; 
O—Over-the-Counter. 


d—Decrease. 
F.D.—Funded debt and/or mortgages or other indebtedness. 


1—$5.00 Par. 

2—Old stock split 4-for-1 in August, 1928. 

3—Includes 25c. on new stock paid November 1, 1928. 

4—Increased from 60,000 shares by 2-for-1 split-up and offer- 
ing 40,000 shares in May, 1929. 

5—Paid $1 quarterly January 1, 1927; April 1 dividend passed. 

6—Includes $1.00 extra. Quarterly dividends of 25c resumed 
April 1, 1929. 

7—Present stock. 

8—On First Preferred. 

9—Second Preferred $10 Par. 

10—Quarterly dividends of 37'%c per share inaugurated April 
1, 1929. 

11—Paid initial quarterly dividend of 25c June 15, 1929. In- 
creased to 50c Dec. 15. 

12—Initial dividend paid October 1, 1928. 

13—Includes departments. 

14—Includes wholly owned subsidiaries, not included in previous 
years. 

15—LInitial quarterly dividend of 25c a share paid October 20, 
1929. 

16—Fiscal year ended January 31, 1930, changed from Decem- 
ber 31 previously. 

17—Issued 26,000 additional shares April, 1930 for acquisition 
Traveler Shoe Stores. 








CHAINS 





Earned 


Times Ratio 
Net Profits Pfd. Div. per Sh. Net 


Net Assets Book Value Bk. Val. Divid. Market 























Total Assets Net Curr. per Sh, Common ex. per Sh, Paid Range 
After Taxes Earned Common to Sales Assets Pfd Goodwill, etc. Com. Com. Common 
$1,594,216 8.9 $3.99 6.24% $9,233,505 $4,690,411 $315 $4,718,446 $13.31 $1.40 72 - 26% 
1,657,139 10.5 4.23 7.34% 10,085,797 3,854,231 274 3,865,856 10.91 3.253 69%%- 50 
1,231,151 11.0 13.002 6.93% 7,235,750 3,169,776 307 3,644,454 42.332 3.00 124% 2-59 
947,606 2.2 3.27 4.54% 14,441,347 5,742,108 146 2,445,746 15.28 1.75° 444%- 21%47 
857,346 2.0 7.20 4.39% 13,384,891 5,267,406 125 1,354,978 22.59 Oo 56%- 37% 
801,545 1.8 6.18 442% 12,631,770 5,040,545 121 1,152,206 19.20 1.005 45 - 19% 
1,186,624 9.18 4.72 7.30% 7,436,109 2,736,358 2908 2,574,207 12.25 1.12%419 46 - 27 
884,981 6.48 3.33 6.94% 5,941,924 2,529,601 2338 1,665,012 8.13 oO 48 - 25 
650,121 4.78 2.23 6.10% not avail. not avail. —- not avail. oO _>_ — 
829,53314 5.1 3.82 6.12% 8,598,763 3,373,776 254 3,871,571 22.14 2.00 57 - 34 
794,534 4.9 3.80 71.12% 7,002,464 3,513,688 233 3,325,910 20.03 5012 4356- 39 
435,513 2.6 1.64 4.49% 5,376,455 2,946,612 192 2,299,495 13.84 O — ~ 
499,623 8.5 4.45 5.43% 4,025,391 1,837,598 257 1,576,888 15.92 1.00% 79 - 25 
294,339 7.3 3.12 5.48% 1,798,151 950,125 278 790,981 9.73 Oo 75 - 26 
205,392 49 2.45 5.34% 1,381,911 608,487 163 380,571 4.68 O 28 - 27 
33,329 3 _ A3% 2,641,320 1,337,152 133 507,182 5.17 0 —_ — 
31,191 3 _ A3% 2,767,944 1,403,165 138 573,573 5.37 0 — —_— 
182,690 1.8 84 2.33% 3,111,594 1,456,708 140 644,155 6.57 1.75 — — 
230,223 43 1.61 6.09% 1,662,543 861,417 192 690,986 6.28 2555 25 - 16% 
213,845 4.0 1.61 7.20% 1,265,334 887,887 146 347,616 3.47 O — -- 
87,062 1.6 34 3.98% _ —_ _ — —— oO _ —_ 
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| 
INVENTORY CASH ACCEPTANCE PERSONAL | MANAGERS’ MISMATED TOO 
| 
SHORTAGES SHORTAGES OF CHECKS | SECURITY BOND SHOES SHORTS 
CHAIN Loss deducted Allowance is made.| Allowed to amount|Formerly $250 re-|All managers are|Managers are|No redress if shoes 
from manager’s If passes dead-| of purchase if} quired, but! bonded. charged and stamped. New 
A bonus. If loss line, the cash-| sticker is used.| abandoned as amount is de-}| pair if ur 
reaches limit,| ier is suspended| Change not per-| burden on man- ducted from| stamped. Firm 
| Manager is sus-| until hearing. mitted. agers. bonuses. stands loss. 
| pended until 
| hearing. 
CHAIN Firm shares loss. Manager is re-|Payroll checks ac-/None_ required.|All managers are|Loss is negligible.|Does not e 
B ?art is de-| quired to make] cepted. Can| Considers it bur-| bonded. Managers not] change. N 
ducted from] good immedi-| give change.| den on man- charged as firm| stamp is used 
manager’s com-| ately. Short- Firm carries] agers. stands loss. 
mission. ages are negli-| check insurance. 
gible. 
CHAIN Manager held re-|Manager must|Limited to amount|None_ required.|Carries bond. iLoss_ negligible.| Unstamped an 
Cc sponsible. No| make good im-| of sale. Man-| Mana gers en occurs,} stamped are 
deduction from] mediately.| ager not respon-| worked up manager loses} exchanged. Firn 
salary but loses} Shortages sel-| sible if takes through ranks on monthly] stands loss. 
points on] dom occur. proper precau-| and reputations award. 
monthly award. tions. are established. 
CHAIN Manager makes|Manager must|Not permitted un-|[$200  required.|Carries bond. Manager charged|Stamp used par 
good at retail] make good im-| der any condi-| Firm holds and one-half retail} tially. Firm 
D price, paying $5 mediately.| tion. pays interest. price. Pays $5] stands loss, but 
weekly. If too} Shortages se1- weekly from sal-| shows on record 
often, he is dis-| dom occur. ary. Getsbene-| Dismissed if too 
charged. fit of doubt often. 
CHAIN Manager makes/Manager must})Not permitted|/$200 required.|Carries bond. Manager charged|No stamp is used 
good at retail/ make good im-| in metropolitan} Firm holds and one-half retail} Burdon of proof 
E price, paying $5 mediately.| stores. Per-| pays interest. price. Pays $5] is placed on cus 
weekly. If too} Shortages sel-| mitted in small weekly from sal-| tomer. 
often, he is dis-} dom occur cities to amount ary. Gets bene- 
charged. of sale. fit of doubt. 
CHAIN Manager held re-|Seldom occur and|Firm _  disfavors|None required. Managers are|Negligible. Firm|“T. S.” stamp 
sponsible but] do not present] checks. Are ac- bonded for char-| stands loss. used. Firm 
F firm gives men| a problem. cepted by man- acter mainly. stands loss on 
benefit of doubt. ager on his own exchanges. 
Dismisses care- responsibility | | 
less men, 
| | 
CHAIN Certain amount is|Seldom occur and|Permitted if cus-|Required mainly|Both managers|Careful checks at|No stamp _ used. 
allowed. Man-| do not present tomer known to] to demonstrate} and _ assistants wrapping count-|} Few _ returned 
G ager is dis-| a problem, manager but] _ responsibility. bonded up to] ers cut mis-| but they are ex- 
missed if he manager is re- amount of big-| mates toa mini-| changed. Firm 
exceeds limit. sponsible. gest day’s busi-|} mum. Firm] stands loss. 
ness. stands loss. 
‘ 

















































Survey by Chain Store Age 


control 


stores. 


(1) 
(2) 
(3) 
(4) 
(5) 
(6) 
(7) 
The 





survey 
backed by a spirit of fair play is getting re- 
sults just as effectively as does the former 
general practice of burdening the individual 
store manager with charges for every loss. 
In a majority of cases, firms try to shoulder 
losses except in instances where the man- 
ager is palpably at fault. 
cash shortages, however, is placed on the 


Bonding of managers. 
Mismated shoes. 
“Too shorts.” 
shews 


that 


moral 


A wide discrepancy in methods used to 
losses due to carelessness and dis- 
honesty among employees is disclosed in a 
survey made by Chain Store Age, of seven 
large shoe chains, operating more than 1000 


Seven phases of operation were investi- 
gated, as follows: 
Net inventory shortages. 
Cash shortages. 
Acceptance of checks. 
Personal security. 


suasion 


Responsibility for 


20 






employee at fault, and restitution must b 
made immediately. 

Chains that charge managers for losses 
admit that this practice tends to weaken the 
morale of the organization. Therefore, every 
attempt is made to give employees the benefit 
of a doubt, a tendency is apparent to avoid 
making deductions from salaries, charges 
against employees being taken off of earned 
commissions. 

Facts in detail as disclosed by the survey 
follow : 

Five firms hold managers fully responsibl 
for inventory shortages, one firm shares 
losses with the managers, and the seventh 
makes allowance for a certain amount oi 
shortage. 

Chain A has reduced inventory shortages to 
a minimum by its method of control through 
close supervision by traveling auditors. Th« 
stores in this chain are graded and every 
store is permitted a certain shortage accord- 
ing to its grade. The value of any shortage 
[TURN TO PAGE 52, PLEASE] 
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The landing of Thomas Beard, first shoemaker in America, in 1629 


What They Bought in Boston 


An Analysis of Trends for Fall as Revealed at July Fair 


i. was sampling time 
in Boston—samples everywhere. A volume of shoes 
were purchased and a detailed description would have 
to cover everything from knacks to riding boots. 

Buying in Boston shows pretty clearly that in every 
shoe store in America new fall shoes will be on display 
in earlier openings than ever before. Every market in 
the country is in its active period in July. Buyers in 
Boston will swing a circuit—New York, Philadelphia, 
Rochester, Cincinnati, St. Louis, Milwaukee, Chicago, 
and all points shoeward. 

[Inasmuch as this is the sampling season, let’s have a 
few sample buying quotas to show the trend of the 
times. Here they are: 

C. H. Beall, buyer for the Bedell Stores.—Shoes in 
the popular priced field. Leathers: Black kid—60 per 
40 per cent ; black suede—80 per cent ; 
20 per cent. One per cent of the total 


cent ; brown kid- 

brown suede— 

purchases in pairs were green, maroon in kid and suede. 
Patterns: On the high heels 40 

per cent oxfords; 40 per cent straps 

step-ins. Anything 

below 16/8 heels looks squatty if worn 


and 2 per cent 


with long dresses, so we are sticking 
pretty close to the 17/8. We do think 
that the 14/8, 15/8 and 16/8 heels will 
constitute about 40 per cent of our total 
sales. Reptilian leathers are used for 
trim. There is just a sprinkling of 
reptilian leathers, used mostly for trim- 
mings. 


* *«* * 


William E. Wood, 


buyer for the 





Boot AND SHOB RECORDER 
combining Tum SHOE RETAILER, July 19, 1930 


The illustrations at the 
top of this page and on 
the following two pages 
show the tableaux 
staged at the Boston 
Fair under the direction 
of Maj. Charles T. Cahill 
of the United Shoe 
Machinery Corporation 
to portray the history of 
shoemaking in America 


I. H. Morse Shoe Stores in New England: The one 
outstanding shoe seemed to be a black suede tie with 
gunmetal patent ieather and a 20/8 heel. The second 
best bet was a black suede one strap with a black calf 
also a 20/8 heel. 


The prettiest college heel was a one eyelet tie of patent 


saddle and side buckle, 


leather, trimmed with gray embossed leather. 


S. E. Wyg Mon 
Women’s shoes are running 60 per cent black and 
The patterns 


ante, of the Surpass Shoe Company, 
treal : 
40 per cent brown, we anticipate for fall. 
will be about 50 per cent straps; 30 per cent oxfords 
and 20 per cent pumps. 

In men’s shoes double sole grain brogues will probably 
run a strong 15 per cent. Browns will run strong early 
in the fall, but will probably swing to a 75 per cent black 
sale along about the latter part of October 


Walter C. Roose of Omaha, Neb. 
The biggest 


shoes for fall is 


development in men’s 
the development of 
the moccasin type as they are so much 
easier on the feet. These Tom Thumb 
golf courses will make sport shoes last 
until very late fall, but in the 


drab colors than were prevalent in the 


more 


warm weather. 
*” * * 
Harold M. Miami, Fla.: 


Steele, 























Little tongue effects in the two-tone shoes, both black 
and brown, will probably carry through until the spring 
season starts in December. Ties or anything higher than 
a one eyelet is out of the picture for selling in Florida 
this fall. 
The different shades of brown, and the off shades of 
black look particularly strong. 
x * * 


John Otto, Wheeling, W. Va., Men’s shoes only: 
Wing tips in both Scotch grain and calf in two-tone 
effects will be the leaders, especially among young fel- 
lows. French toe lasts are fully as strong as ever, as 
West Virginia is not yet ready for the narrow toes to 
any great extent. 

x * * 

J. J. Gugenheim, buyer of Endicott-Johnson retail 
stores: We have experienced a tremendous Regent pump 
season, which we believe will carry through this fall bet- 
ter than ever before, especially when played in the 
newer combination of leathers. Tailored shoes are very 
strong, with very few straps. 


The kitchen period in American shoemaking 








During this show we have looked at fifteen differen 
lines of shoes, with everyone talking black suedes very 
strong, but in checking up have not found one salesma 
who has written an order for a pair of black suedes. 

Men’s shoes with us will run about the same as a 
year ago in regard to lasts, but the tans will swing toward 


the darker brown shades. 


* *k x 


Tre Boston shoe and leather 


fair was perhaps the most practical show that has been 
staged for some seasons. Conditions and the search for 
price merchandise is so impressed on the buyer that even 
the manufacturer has found it imperative to fall in line. 
The shoes displayed in rooms and the runway review 
reflected combination of black and reptile and many cor 
binations of brown. Wine and green filtered through 
the picture but the acceptance of black is recognized. 

Merchants should be careful however not to stock 
too heavily on the black and white combination. 


The era of the ten foot shops 
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The advent of the sewing machine—Elias Howe and his invalid wife 


\Vith coatings coming through in blackened tones it is 
reasonable to anticipate a reserved shoe with restrained 
trims and dainty accents. Lower heels are showing 
even in the novelty footwear and a new tubular grosgrain 
shoe lacing with covered ends is the latest development 
in oxford lacings. 

Imitation all leather heels are showing on town and 
country types, the wood heel being covered by leather 
which is cemented and thinly shaved to coverings. This is 
wrapped about the heel and breast of heel and polished. 
The heel, when finished, defies detection. 

Despite the general opinion that the cheaper grades 
in men’s footwear are steering away from the broad 
toed lasts for collegiate wear, many orders were placed 
for broad toes in popular grades, preferably in ruddy 
tones. Some of the old curved lines in bluchers are 
returning and are modernized in many attractive patterns. 

Black kid continues in the fall picture as it is now a 
high style for women’s footwear ; 
dainty greyed trims, also in combinations of ring and 
rajah lizards. Glace calf is also being used in the same 
type footwear and also in the more sturdy patterns. 

Pumps continue in suede and reptile trim also in suede 


it is being used with 


and plain calf, pearl calf, glace calf, lizard and baby 
alligator. Oxfords are showing with oblong slot per- 
forations in combinations and contrasts. The darker 
suede is used as a base. Because of the abundance of 
brown fur being used as trims for the colored coatings, 
take the place of the 
There will be green 


brown shoes will most probably 
matching shoe of the coating color. 


shoes and burgundy but in small lots. 


ee and continental heels 
were preferred, also the Spanish Louis. Modified fabrics 
of satins and lace effects, together with gold and silver 
shot grosgrain were featured for fall, as well as the 
much talked of contrast which resembles the brocade 
of other years. 

The management of the Eleventh Annual Boston Shoe 
and Leather Fair, which came to a successful close at 
Hotel Statler last evening, issued the following official 
statement covering the results of the Fair: 

“With a 
than 150 


number of exhibiting firms—more 
the largest gatherings of buyers 


[TURN TO PAGE 56, PLEASE] 


record 


and one of 


A modern shoe factory interior, showing some of the 1930 machinery 
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How’s Business? 


MOST common remark heard these days is: 

“How’s business?’ Have you heard these an- 
swers? One merchant, when asked “How’s business,” 
replied, “Even.” 

“What do you mean ‘even’ 

“Even poorer than it was before.” 

Here’s the other one credited to a traveling man 
who was asked “How’s business.” 

He replied, “Good.” 

“What do you mean ‘good’ ?” 

“Why, I can’t get enough orders.” 

It’s easy to get pessimistic in times like these. Statis- 
tics don’t help much, with May showing a falling off 
of five million pairs in production. 

The point to watch, however, is the retail shoe store. 
Is it reducing its inventories? Is it cleaning out its 
old numbers? Is it getting ready for the inevitable 


3) 


upward swing? Slowly but surely progress is being 
made. Slowly but surely, pair by pair, shoes are be- 
ing moved. 

The low spot is now at retail, but it is no lower in 
sales of shoes to the customer than it was in 1925, 
1926, 1927 and 1928. The selling averages, as we 
get the figures all over the country, are in line, not 
with 1929, but with the best figures of the previous 
four years. 

The shoe trade is weathering this merchandising 
situation and is beginning to see the light. 


lB 


More Single Pairs 


O season in the history of the shoe business to date 

has been so loaded with single pair orders. Many 
factories are now geared up to small order service; but 
when a factory gets in one mail a thousand single pairs, 


it can almost say that it, too, is in the retail busines 

In times of economic stress, to buy “hand-to-mouth’ 
may be necessary; but to buy “lip-to-chin” must in- 
variably increase the costs of handling. A well 
organized instock department is perfectly competen: 
to handle single pair orders. The bane of every fac- 
tory business is special measurement pairs and specia 
colors. One factory spent $37 in time, telegrams and 
transportation to complete a pair of orchid shoes for 
a special customer of a shoe store, to find the sho 
returned two days later without rhyme or reason. 

Conditions necessitate maximum service to the cus 
tomer at the fitting stool. Granted that no store cat 
be expected to carry a full line of orchid kid novelties 
—a considerate policy on single pairs is needed. Nothing 
disrupts factory system more. These incidentals in- 
crease the cost of business. 

The public has been led to believe that it can get most 
anything in footwear by just expression of the wish. 
But oftentimes it is good business to substitute some 
other shoe, approximate to the needs, than to go the 
whole irritable distance in making a special pair at no 
added cost to the customer but a tremendous aggre- 
gate cost in special pairs to the store and to the factory. 


te te he 


Exchange of Experiences 


O you remember that Irishman who once said: 
“T wish I might know just where I am to die. 
I would stay away from the dom place.” You might 
say that was an Irish bull but there is a lot of sense to 


it—were it possible of performance. When a man 
knows just where calamity is apt to overtake him he 
may avoid the “dom place.” If he knows the rocks 
and reefs in business he may steer his craft safely 
around them. And that is why we feel that it is a 
good idea for shoe men to talk together and exchange 
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ideas. They may point out to each other some of the 
danger spots they know of. If you know of a bad 
spot on the road will you report it to others? If you 
know of a danger threatening some other merchant 
will you warn him? Certainly you will. Be prepared 
to loosen up and say your say to our “Problem 
Advisor.” Let us have more exchanging of ex- 
periences. 


ay 4 tr, 


On Trivial Things 


E are in a day expressive of the supreme impor- 

tance of trivial things. Far be it from us to be at 
all critical or unkind in any statement relative to the 
Bureau of Standards in Washington. We are great 
believers in standards and regret the new interpreta- 
tion that is given to the word “standards.” 

The term “to standardize” in most men’s minds indi- 
cates a leveling down to a poorer average—a mass pro- 
duction thought—a robot’s function. The real thought 
back of the word is in the higher levels of leading trade 
up to better standards. Standards really indicate 
progress through elimination of waste and the better- 
ment of things general. Most of the words that end 
in “ize” are levelers; but back to the subject in hand. 
In a technical news bulletin of the Bureau of Standards, 
we read: 

“Further evidence that leather will deteriorate as a result of 
taking up sulphur from the surrounding air has been secured 
by examining samples of pigskin leather taken from doors in 
the New York Public Library. Three samples, all in use for 
20 years, were examined.” 

Through this study and research we come to the re- 
markable decision that pig- 
skin from another door that 


use—both “tore very easily and were in a condition 
representing practically complete deterioration.” But 
pigskin which “has been covered with metal base plates 
and subject to the least exposure to atmospheric and 
service conditions was lighter in color and possessed 
considerable strength.” 

The bulletin goes on to give the grease, acid, ash 
and iron content and tensile strength. So there we 
are. Spending time and engineering brains on the 
most trivial of subjects; when there’s a whole world of 
effort needed in the study of preventable wastes in 
the shoe and leather industry. 

There is almost a total absence of study of standards 
in everything from sizes to sole substances. Pigskin 
off the door of the public library—imagine it 
ject of research—following twenty years of use. We 
have made it a point to go over and see if the squeal of 
the pig was in the hinges and now propose a profound 
research in that direction. 

It may be said that the shoe trade has resisted any 
serious study of standards because the very materials 
that it uses are infinitely variable and the very cus- 
tomers served can never be measured in the capacity of 
their whim and wish. 

Here we have in Washington a laboratory thoroughly 
equipped to test, study and develop solutions to any 
problem that will reduce waste—let’s put it to work 
on something more important that the sulphuric con- 


a sub- 





tent of door fronts. 

None are so blind as those who refuse to see. The 
fact that shoes can be so beautiful and feet so ugly 
seems to be overlooked in these superficial days. But 
new habits of man and woman-kind are changing even 
feet. The beach season is 
here. Feet become visible 








had been stored in a dark 
basement for 20 years and 
pigskin taken from doors in 
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better? 


squawking. 


—They might be a lot worse. 


—When will there be a turn for the 


—Just as soon as the pessimists stop 


in the “raw.” Shoe shapes 
that mar the feet must de- 


Ask Me Another wi 


—What do you think of business con- 























—Is production running away from 
consum ption? 


—No, consumption is beginning to 
run ahead of production. 

—Is that a good sign? 

—You bet! It’s the new prosperity 


sign. 
Set oa yg 


President. 
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An Infant 


Industry with a 


ig Future 


How Boot and Shoe Recorder is Helping to Shape the 


Development of Modern Shoe Merchandising in Japan 


By HULL BRONSON 


© akusuke Yoshitake, sales manager 
of the Chiyoda Kikai Seika Kabushiki Kaisha (The 
Chiyoda Shoe Company) of Tokyo, Japan, attributes the 
growth of his company and the prominence of his 
300T AND SHOE RECORDER. 
The Chiyoda Shoe Company started in business im- 


products to 


mediately after the disastrous Japanese earthquake in 
1923. Matsuo Fukushima, managing director of the 
company and one of the most progressive shoe manu- 
facturers in Japan today, had been in the leather busi- 
ness for over twenty years, having been the superin- 
tendent of a sole leather tannery. He had made several 
trips to the United States and had become interested in 
making standardized shoes by machinery—shoes that 
could be sold to reach the pocketbook of the average 
Japanese citizen. He was able to interest capital in 
the project and following American methods in laying 
out his factory and in the making of shoes, Mr. 
Fukushima has now developed the largest and_ best 


in Japan, manufacturing more shoes 


equipped plant 





per day than any other manufacturer in the country. 

From the day he started in business, Mr. Fukushima 
subscribed to Boor AND SHOE REcoRDER and his sales 
manager Mr. Yoshitake, has been a very zealous pupil 
shoe forth in the 
Not only has Mr. Yoshitake followed many 
“leads” of shoe manufacturers United States 
but he has gone a step further by educating the cus- 
tomers of the Chiyoda Shoe Company and the prospect 
list of customers on articles contained in the REcoRDER 
that might fit into their business, teaching them how 


of retail 
RECORDER. 


merchandising as _ set 


in the 


merchants meet retail problems in the United States. 
Every month, Mr. Yoshitake picks out a leading edi- 
torial or article from the REcorpeR and translates it into 
Japanese. He makes some comments on the articles, 
urging the merchants to read them carefully and to be 
guided by what the articles have to say. Over 1000 
copies are printed every month and mailed to his cus- 
tomers. A thorough check over several months has 
indicated to Mr. Yoshitake that this service has not been 
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in vain and that the merchants are very anxious to 
these translations of Recorper articles. Many of 
merchants keep a file of them and use some of 
material in advertising matter to their customers. 

In other words, the REcorDER is doing a selling job in 


Japan—educating merchants on modern ways of mer- 


chandising and doing business—leading the retailers in 
the right direction on making money by selling shoes. 
At present the intricate selling problems are not in exis- 
tence in Japan, but the day will not be far off before the 
merchants will also be bothered by styles, sizes, sales 
and the various problems faced by the merchants of the 
United States every day of the week. Mr. Yoshitake has 
even sent his copy of the RrcorDER around to close 
retailing friends, so they can study window displays, 
interiors, etc. as of United States shoe stores. 


), of shoes 
in the United States would probably consider Japanese 
shoe merchandising a real “pipe dream’ and _ perhaps 
want to move into Japan to do business—as it is all so 
simple there as yet. The Chiyoda Shoe Co. makes 
about 1000 pairs daily—about 800 of these are for men 
and 200 for women and they also turn out about 400 
pairs of stitchdowns for children daily. This is the 
largest machine production of shoes per day of any 
factory in Japan. The Otsuka Shoe Company of Tokyo, 
making shoes for the Army and Navy as well as for 
retailers, do about 500 pairs daily—most of them ma- 
chine made. The Asia Shoe Company and several others 
making machine made shoes will turn out all told about 
2000 pairs daily. The entire machine shoe production 
of Japan will run about 5,000,000 pairs yearly! The 
shoes are practically all over one last—as there are only 
two last makers in Japan and they sell the factories the 
same lasts and each factory merely gives their particular 
shoes a different twist as to pattern. 

The 


lasts usually carry on for many years—the Chiyoda 


There are no widths in shoes made in Japan. 


Shoe Company has been using the samt ones since 
they started business. All this brings 
hack thoughts of the American shoe 
industry perhaps 30 to 50 years ago! 
Very little stock is carried, although 
a few of the factories carry several 
thev are 


thousands of pairs—but 


A typical advertisement of the Chi- 
yoda Shoe Company. The rays of the 
lighthouse fall on Chiyoda high grade 
shoes—while the old type of hand- 
made shoes, tabis, getas and zoris are 
‘‘back-numbers” and in the dark. The 
guarantee is shown and the scale of 
prices—for instance the shoe at 6 yen 
70 sen—then resoling 2.50 yen and 
the actual price of the shoe only 4.20 
yen and so on. The dealer’s name is 
imprinted on the side of the advertise- 
ment 
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good for years and will always sell. The Chiyoda con- 
cern carries about 5000 pairs in stock, which is better 
than the average. So far it’s nearly all men’s shoes——as 
the women stick pretty well to the “Zori,” the felt and 
low wooden clog and the ‘‘Geta,” the bad-weather clog. 
Only 10 per cent of the women—and those are city women 
wear shoes. [Even that is a pretty generous estimat 
and most of the 10 per cent wear handmade shoes. ‘Th 
working man or “Coolie” sticks to his rubber and canvas 
combination “tabi,” although a fair average of men weat 
ing shoes in the cities would be about 75 per cent. 
Hfandmade shoes for women and also men still cut a big 
figure in Japan’s shoe production—but machine-mac 
shoes are gradually coming in. 

The way credits to the stores are handled is interest 
ing: 60 days is net. Two per cent off the bill—if the bill 
is under 100 yen ($50) in 30 days. 
if bill is under 200 yen and 5 per cent if bill is over 
200 yen. The net discount system recently established 
has been working out very nicely. 
shoes according to the number of workmen employed 
is getting better right along. The Chiyoda Shoe Com- 
pany employs about 350 people—the Otsuka Shoe Com 
pany about 180 for about 500 pair production and so 


Three per cent off 


The production of 


on. 
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Matsuo Fukushima, one of 
the most progressive shoe 
men of Japan—who is man- 
aging director of the Chi- 
yoda Shoe Company 





AUGUST 'S CALENDAR A 





The Shoe Man's Almanack of Things to Do Next Month 




















1. Friday 


If you are starting your Summer 
Clearance Sale today all your plans 
have been made, and all that remains 
today is to see that everything is ready 
for a BIG opening day. Run a good 
sized newspaper ad tonight for tomor- 
row’s business. 


2. Saturday 


If yesterday's selling depleted some 
of your sale items move them to the 
back of the windows this morning, and 
get some of the slower selling numbers 
well up in the front. Hire boys to 
place your sale circulars in cars parked 
on the streets. 


4. Monday 


Go over stocks thoroughly this morn- 
ing. Consolidate any small lots left 
from the first two days’ selling. If 
any lots are not selling perhaps the 
prices should be cut again. The win- 
dows probably need attention again, 
too. The surest way to kill your sale 
is to neglect your sale window displays. 


5. Tuesday 


A postal card or mailing card to your 
customer list, calling attention to the 
fact that the sale ends Saturday, and 
that there are plenty of the very best 
values left, will bring in many shoppers 
during the rest of the week. 


6. Wednesday 


If you’re not busy this morning why 
not have the salesmen take turns with 
you in calling up men at their places of 
business, telling them about the sale 
and urging them to come in and look 
over the bargains you are offering. 


7. Thursday 

Prepare a striking sale ad for to- 
morrow night, headed “LAST 2 
DAYS!” and have some circulars run 
off from it in advance. Have these dis- 
tributed from house to house today, or 
early tomorrow. Change your windows 
tonight to tie up with this ad, putting 
in big cards reading “LAST 2 DAYS!” 


8. Friday 


For the last two days arrange a table 
or two of the odds and ends that al- 





ways accumulate during a sale. Put a 
LOW price on these shoes that will 
clean them up. If you can have every- 
thing on each table at one price it will 
be much better. 


9. Saturday 


Tonight, before you go home, take 
out the sale windows and put in fresh, 
new trims. If you have some new 
styles feature them as “ADVANCE 
FALL STYLES.” Remove all signs 
and sale displays inside the store, too, 
and get things back to normal. 


11. Monday 


These lazy August days are good 
days to plan for the busy Fall season 
that starts next month. Are the local 
stores going to open the season with a 
Style Show? If so get your share of 
the publicity by offering to provide the 
models with shoes to wear in the show. 


12. Tuesday 


Name real LOW prices on two good 
hosiery numbers for this week and send 
out a letter or mailing card featuring 
these values. Give these “leaders” good 
window space. This will help bring 
shoppers in the store, so that you will 
have a chance to talk “shoes” to them. 


13. Wednesday 


Are you protected on rubbers and 
galoshes? Next month come the Fall 
rains, and the beginning of the demand. 
And how about umbrellas? Many shoe 
stores have found this little line adds 
materially to the volume—particularly 
popular priced men’s umbrellas. 


14. Thursday 

No doubt you had quite a lot of odds 
and ends left after the Clearance. Why 
not put them all out on two tables at 
ridiculously low prices that will clean 
them all up Saturday? Group every- 
thing at two prices—and be sure every 
pair is marked with the original selling 
price. 


15. Friday 


Run a bold, black sale ad tonight 
featuring your “One-Day Cleanup!” 
tomorrow. Put in a sensational win- 
dow featuring the same event, with 


28 


bold cards reading “One Day Only!” 
“Out They Go!” and similar slogan; 
This ought to make Saturday a good 
day. 


16. Saturday 

In addition to your sale window hay 
an interesting display of “ADVANCE 
FALL STYLES,” too. It’s time to be 
talking “Fall” constantly in your win. 
dows and advertising. Have you any 
hosiery in the accepted new Fall colors? 
It will make a good window feature. 


18. Monday 


Do you concentrate on men’s busi- 
ness? You'll find it a worth-while at- 
traction to sell fishing and hunting 
licenses. It brings men in. And in 
summer golf balls make a profitable 
little side line that will draw men to 
your store. 


19. Tuesday 

Next week is the time for a sale of 
School Shoes. Are stocks in shape? 
Better check goods on order and ship- 
ments enroute. You'll want something 
to give away with children’s shoes, too. 
Pencil boxes and jack knives with 
chains can be bought very low if you'll 
shop around, 


20. Wednesday 

Plan a good, strong circular advertis- 
ing “SCHOOL SHOE WEEK,” fea- 
turing your various lines, and empha- 
sizing the FREE gifts to purchasers 
Have this printed and addressed, so you 
can put it in the mail Saturday for 
Monday delivery. 


21. Thursday 

A window featuring “Fall Footwear 
for Those Going Away to School” 
would be timely. A small ad tomorrow 
night on the same subject would be 
worth while, too. Does your news- 
paper maintain a cut service for ad- 
vertisers? Better look it over and ap- 
propriate Fall style cuts you'll be need- 
ing. 
22. Friday 


Tonight’s ad should talk “FALL 
STYLES,” and all your window space 
[TURN TO PAGE 56, PLEASE] 
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ADVERTISING IDEAS 





Practical Suggestions To Help You Through August Days 





— 


Smart Names Will 
Help Sell Shoes 


Have you noticed how many shoe 
retailers give smart-sounding names 
to their best selling shoe styles. If 
you've never tried this, we suggest it 
as 2 worth-while idea for use this fall, 
when new styles begin to make their 
appearance. 

For instance, if you have a new strap 
slipper and merely advertise it as a 
“Smart Strap Slipper, $10,” there’s 
nothing particularly appealing about 
it, But suppose you name that same 
slipper and head your ad “Helene— 
a New Strap Effect, $10." Do you 
see the difference? To use a common 
termi, it “puts class” into your adver- 


tising. 


Try This For A 
Saturday Feature 


Do you sell hosiery? Here’s an idea 
for a Saturday special that has proved 
itself successful: Have a sale of hosiery 
by the box of three pairs. Advertise 
that in every fifth box you have placed 
a dollar bill. Have the boxes all 
wrapped, with sizes and colors plainly 
marked on the outside, and let cus- 
tomers pick out the box they want. 





Python & Buck 
ally in a sporting way 





l0UTE going to 
enjoy wearing your sports clothes 
this season .. . for they provide the 
opportunity to wear this entirely 
pew imported sports oxford, which 
departs from routine lines by com- 
bining cool, white buck with py- 
thon. You'll feel so exquisitely 
dressed when you wear this shoe to 
the Polo Games, the Country Club 
or Del Monte. White buck and py- 
thon, or lizard 


14.50 
SOMMER & KAUFMANN 


T Ave 





119 GRAN 


seen you will have mews of the OvENING of our FIVE FLOOR SHOE STORE 
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COPY 


Paragraphs For 
Your August Ads 





Advance Fall Shoe Styles 
at Summer Prices! 

In our AUGUST CLEARANCE you | 
have a great opportunity! We’ve included 
some of the newly arrived Advance Fall 
styles at very interesting prices. It’s a 
bit early to think of fall, but not TOO 
early when you can buy at such savings! 
Here’s your chance to be a step ahead of 
Fashion and save with every step! 


WHITE Shoes for Every Wear 
Every Where 

This is a WHITE shoe season. You 
see them everywhere. On the golf course, 
at the club, at afternoon affairs—wherever 
Fashion gathers. Not for years has white 
been so popular—and not for years have 
there been so many lovely styles in white 
footwear. We've some new ones in our 
windows now. See them next time you're 
passing. 


These August Shoe Prices 


—are bringing many people to our store, 
and the quality of the shoes they’re buy- 
ing will bring them back again! The 
shoes in this AUGUST CLEARANCE 
are our very best grades. Twice a year 
we put prices on our stocks that will clear 
our shelves. Such prices are in effect 
right now, and it’s an excellent time for 
you to get acquainted with the best shoe 
values in town! 


it’s Our Final Summer 
Shoe Clearance! 


And it’s a wonderful opportunity to 
save! A time when it will pay you well 
to anticipate your shoe needs for a long 
time to come! We have put sale prices 
on every pair in stock with a total dis- 
regard for quality and former selling 
price! We need shelf-room for new fall 
shoes soon to arrive and our summer 


stocks MUST GO! 


Careful Fitting Is a Part 
of Our Shoe Service 


The best pair of shoes in the world won't 


We Suggest You Buy 

at Least Two Pair 
Not because we're so particularly anx- 
ious to make big sales, but because we 
don’t often have the chance to offer you 
such superb values as are included in our 


AUGUST CLEARANCE. 


We KNOW That These 
Are Good Shoes 


We know it because hundreds of men 
are wearing them, and coming back again 
and again for the same kind! That's 
REAL PROOF for you! Styles are ab- 
solutely right, with a quiet distinction that 
appeals to the average man. The work- 
manship is perfect—and the leathers the 
very best. We know they’re higher priced 
than ordinary shoes. But you get your 
money's worth in extra wear and _ solid 
comfort. 


NOW You'll Appreciate 
“Summer Weights” 

These sweltering August days make a 
fellow realize there’s something to this 
Summer Weight shoe idea. Why drag 
all that extra weight around with you 
over blistering pavements when you can 
buy feather-light Summer Weight ox- 
fords ata AUGUST CLEARANCE prices! 
Weeks of hot weather are ahead. 


Here’s a Gay Slipper 
for a Summer Day 


It’s smart charming dis- 
tinguished. Such a clever contrast of col- 
ors! Such an unusual strap treatment. 
Such graceful lines! Here’s the very style 
to make a cool summer frock look its 
best and give its wearer the assurance 
that she’s smartly shod. 


August Is the Test of a Good 
Golf Shoe 


How did your feet feel after that last 
round under a blazing August sun? Were 
your shoes so heavy and uncomfortable you 
were glad to get back to the cool of the 
locker room? Or were you ready to step 





| give satisfaction unless they are the “right” 


shoes for your feet. That’s why we spend 
a lot of time in carefully fitting every pair 
of shoes we sell. The shoes you buy must 
fit you perfectly or we won’t make the 
sale! 


| right out for another snappy eighteen 
| holes? Here are golf oxfords of soft, pli- 
| able leathers that are great for summer 
play. They’re light weight, comfortable 
fitting and give proper support. And the 
price! Your right—just $6.50! 
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[he show window is the merchant’s 


best salesman. 


R. H. Fyfe & Co.’s ten story shoe 
store in Detroit, used the above 
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Give a shoe 
—or a business 
-—a personality 


\W 
ww This added value supplied by 


Eric Grain brings successful sell- 


a ing. 
oe 


It rises superior to competition 





based on just shoes or price 


only. 














Permanent preference for Eric Grain 
by the established makers and dis- 
tributors of shoes is the endorsement 


of a national standard. 


Your store can have this greater 


character appeal. 


GPAND PRIZE 


- Je trol t —Tanners ef the Sehmidt Caif Leathers 
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CELASTIC — The Quality Box Toe 


—accurately expresses the individuality and toe 
style of the designer. 

— fuses the upper, lining and doubler into a one- 
piece toe . . . insuring absolute smoothness both 
inside and out. 

— provides relaxing toe comfort for it eliminates 
loose and wrinkled linings and is flexible across 
the tip line. 

— unaffected by heat, water or perspiration and 
will not discolor delicately colored hosiery. 

— preserves the original style of the last through- 
out the life of the shoe. 


There is a proper weight to suit every 
type and grade of shoe 


THE QUALITY 
BOX TOE 
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ENol an 
WEILDA (« 
SUEDE 


There are 100 different shades of Black Suede. Jet blacks, yellow blacks and grey blacks. They ‘ A 
all look black until compared with LAWRENCE'S BLACK WEILDA SUEDE. 







{ Experienced manufacturers and retailers of ladies’ fine shoes know that LAWRENCE has the knack » 2 
si of producing a suede that is really black. ‘4 
4 BLACK WEILDA SUEDE is acknowledged as the blackest black. Use Black Weilda Suede, the ‘git 


conceded “Black Leather” for Fall. 









ACLAwrence LEATHER Co. 


DEPT.-7- BOSTON ,MASS. 


$ Lk LLL ok 





te 






* -LAWRO CALF ~ -EMBOSSED CALF 
¥YVELK LEATHER- ~CHEVRITA,’ ¥ + 


Also tannera of NACO CALF *GLACE MODA 
* BLACK DIAMOND PATENT ~ ALANAC 
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— of the finest footwear 


painstakingly select their materials 


for intrinsic quality alone. 


The leathers they use must be by 
comparison as outstandingly superior 


as the shoes they make. 


We consider the preference of Sey- 
mour Troy and Company and the 
Premier Shoe Company for Vode 
Suede Kid a high tribute to this un= 


usual leather. 


Thus, Vode Suede Kid is proved a 
valuable contribution to artistic shoe= 
making. And, in addition to its many 
superior qualities, it is economical 


and suitable for all good shoes. 


ALLIED KID 
CTOO WG 7.6 4 


‘STANDARD KID DIVISION 


209 SOUTH ST, BOSTON 




















Consistently a 
HIT 


Ball teams depend upon a steady con- oy 

ing | 

sistent hitter to put the team out a 

ahead. 9 

Shoe 

Shoe manufacturers rely upon Whi 

leather of consistent quality and i 

Ji 

economy to put their line in the lead. Nol 

am 

Lan 

That Kepner Elk is just such a leather “ 

was evidenced by the many leading re 

manufacturers featuring this fine ion 

leather in their Fall lines at the Bos- C. 

Ricl 

ton Style Show. Che 
D. 

Ricl 

Ste 

Sm: 

e. 

R. | 








C. D. KEPNER 
LEATHER CO. 





The friendly House 
of Boston 








137-139 South St., BOSTON 


KEPNER rorsresneness ELK 
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OP of the busiest spots in Boston 
during the Boston Shoe and Lea- 
ther Fair was the Registration booth 
on the mezzanine floor of the Hotel 
Statler. As usual, this booth was 
manned by members of the shoe travel- 
ing fraternity who acted as guides and 
counsellors, as well as recording the 
names and addresses of visiting shoe- 
men. Chairman of this committee was 
T. A. Delany, secretary of the National 
Shoe Travelers’ Association. Under 
him were Vice Chairman John S. 
Whittemore, Charles E. Joss, C. O. 
Quimby, George Field and A. A. Hazel- 
ton. Other members included: 

James Lunney, W. W. Brandt, Wm. 
Noll, John F. Sullivan, J. E. Phelan, 
James P. Smith, George M. Towle, F. S. 
Lamport, J. N. Fortier, George J. 
Loveley, G. E. Small, G. L. Ashe, C. E. 
Blackey, Geo. T. Cummings, Sidney L. 
Curry, D. R. Carr, P. A. Crafts, Frank 
C. Fowler, Jos. M. Geary, John E. Har- 
vey, Chas. Jordan, 2nd, Harry P. 
Lynch, Thos. H. Meade, Jr., E. L. Mur- 
ray, T. E. Murphy, Henry P. McNulty, 
C. W. Morrill, George A. McIntire, 
Richard B. McCarthy, W. M. Oakman, 
Chas. H. Poole, Jas. T. Powers, Ralph 
D. Poole, John T. Powers, A. P. 
Richards, Francis E. Ryan, James E. 
Stevens, John B. Sullivan, Fred W. 
Small, D. J. Tobin, John M. Travers, 
C. C. Treadwell, Karl L. Tirrell, Edric 
R. Taylor, L. P. Wright. 


« 





ai The TRAVELING 
SHOE SALESMAN 







ILWAUKEE shoe factories report 

that on the whole business is 
getting better, one plant stating that 
the last week in June was the best 
during the first six months of 1930. 
Salesmen are out and are putting 
their shoulders to the wheel to make 
up for the slack part of the half 
year just past. Orders are being re- 
ceived from all sections of the coun- 
try and not only from certain sec- 
tions, as was the case around June 1, 
when Ohio and Illinois led the proces- 
sion in sales. Texas especially seems 
to be in a favorable situation, orders 
from there being large. Ohio, Illinois 
and Indiana are also still going strong, 
followed by the West, not quite normal, 
and the South, still holding off buying 
in full lots. 

Collections are not what they should 
be at this time of the year, but manu- 
facturers expect them to be better 
shortly. 

New lines are being received with 
enthusiasm, factories state. 


Ts Chapline-Mayer Shoe Company, 
makers of the famous Martha 
Washington shoes, have moved their 
Chicago office to Suites 1734 and 1735, 
Republic Building, State Street. 

Larger and better office facilities en- 
able them to take better care of their 
customers in the new location, and mer- 
chants who visit Chicago are invited to 
the new office. 











In Convention 


at Birmingham | 





Ala. 
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Officials and salesmen attending semi-annual sales convention of Southeastern 
Division Hamilton-Brown Shoe Co., held at the Tutwiler Hotel, Birmingham, Ala., 
July 5-6. Back row—left to right, C. M. Woodruff, N. C., W. F. Janes, Ga., C. A. 
Patterson, Ala., Dennis Ford, Fla., J. R. Jones, S$. C., J. E. Lea, Tenn., V. E. Ryan, 
Middle row, T. C. Meredith, Ga., R. M. Wilkerson, Ala., H. W. Brown, Sales 
Manager, A. C. Parkinson, Manager women’s and children’s department, J. E. 
Christie, Credit Manager, W. A. Matoushek, Manager men’s and boys’ department, 
J. G. Joiner, S. C. Front row, J. T. Yearty, Ga., L. C. Mitchell, La., E. E. Rushing, 
Ala., C. O. Brown, Miss., W. H. a Gaston Haskins, Ga., W. F. Jordan, 
a. 
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NEWS 
of the ROAD 









B. CLARK has moved his family 

¢ to Ashland, Ore., where he will 
make his future home. He is well and 
favorably known to the trade as rep- 
resentative for Wiseweld-Everson Com- 
pany of Cedar Grove, Wis. He cov- 
ers the territory from Denver west.— 
(UTPS). 














MEETING and luncheon of the 
Central Association of Traveling 
Shoe Salesmen, Kansas City, Mo., was 
held on July 5 at the Savoy Hotei. 
Sixteen members were present in spite 
of the hot weather and vacation time. 
It was agreed to hold a picnic on 
August 2, for which a committee was 
appointed to make arrangements as to 
place and entertainment. The mem- 
bers voted to extend invitations to 
other traveling shoe salesmen and fam- 
ilies in Kansas City on that date and to 
make this a real get-together and get- 
acquainted meeting for all traveling 
shoe salesmen and their families. Cars 
will be provided for transportation of 
all visiting shoe salesmen to the picnic. 
The officers of the Central Associa- 
tion are A. B. Calhoun, president; J. R. 
Sells, secretary, and B. J. Shaw, vice- 
president. 































ARL A. HAYMAN, for more than 

30 years a traveling salesman in 
the tri-state territory for Boyer & 
Company, shoe polish manufacturers, 
of Philadelphia, was fatally injured in 
an automobile accident on the Boule- 
vard of the Allies, Pittsburgh, on June 
27. The car in which Mr. Hayman and 
his wife were riding was struck by an- 
other car and hurled over the side of 
the road to the Baltimore & Ohio rail- 
road tracks 314 feet below. 

Mr. and Mrs. Hayman were taken to 
the Mercy Hospital, where Mrs. Hay- 
man succumbed to her injuries two 
hours later, while Mr. Hayman lin- 
gered until the night of June 30. In- 
terment took place July 5 at Clarks- 
burg, W. Va. A daughter, residing in 
California, survives. Mr. Hayman was 
55 years of age and was widely known 
to the trade in western Pennsylvania, 
eastern Ohio and West Virginia. 

The driver of the car was held. 


























“aeoves their sales representa- 
tives, Dixon-Bartlett Company, 
Baltimore, shoe manufacturers, report 
| they are booking orders for fall trade 
and that they find business fair. 
Dixon-Bartlett cover the Middle Atlan- 
tic States. They report the demand is 
for black shoes, that their customers 
are trading down demanding prices as 
low as possible. There is a strong de- 
mand in Baltimore, Dixon-Bartlett re- 
port, for sport shoes, white with 
trimmed patterns, fabric and buckskin. 
In buckskin they report the demand 
especially strong. 
































The Dealer that Sells 


ENNA JETTICK 


SHOES FOR WOMEN 
and 


JUNIOR 


ENNA JETTICKS 


FOR THE MODERN MISS 
also sells 


WHITE 


ENNA JETTICKS 


THE YEAR ’ROUND 


| 


| 


| 


1 to 12 
AAAAA 


to 
EEE 


24 to 9 
AAA 


to 


D 


| 


1 to 12 
AAAA 


to 


E 





He fits any normal foot—and gratifies any 
normal taste much more thoroughly than is 
possible with any imitating line. His business 
is good—consistently good, for he has the shoes 


the women want! 


SHOES FOR WOMEN 
Zoltme 1440) 


Auburn, N. Y. 





Dunn & McCarthy, Inc. 








ENNA JETTICK 
Melodies | Songbird 
Every Every 
SUNDAY TUESDAY 
Evening Evening 
WJZ WEAF 
and Associated Stations 
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SATURDAY, JULY 19, 1930 





EVERY WEEK 
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Chicago Shoe 
Stores Feature 


Summer Sales 


CHicaGo (UTPS)—Shoe sale totals 
last week in Chicago wholesale and 
retail establishments, despite the two- 
day holiday, compared favorably with 
those of the same period a year ago. 
As usual, July and the second half of 
the year opened with business coming 
more closely under the influence of sea- 
sonal restrains, and the start of va- 
ications for road salesmen resulted in 
decline in orders from this source. 
‘Holiday interruption, plant shut-downs 
and inventorying have tended to re- 
press activities, but these factors have 
been discounted and are without spe- 
cial significance. 
Throughout the summer general con- 
ditions in the shoe business and allied 
trades should be appraised with al- 
lowance for the operation of forces that 
are common to the period, and such 
elements mainly work for comparative 
dullness. The present situation is one 
in which caution enters largely, and 
this is an additional reason for not 
expecting early changes of far-reaching 
importance. 
The most significant business events 
of last month were the final settlement 
[TURN TO PAGE 57, PLEASE] 


WASHINGTON, D. C.—Production of 
shoes showed a decided falling off in 
the month of May, according to figures 
just released by the Bureau of the 
Census, United States Department of 
Commerce. The total production for 
the month of 24,391,332 pairs cover- 
ing boots and shoes of all kinds was 
16.4 under the production in May, 
1929, which amounted to 29,158,982 
pairs and 15.9 less than the total for 
April this year, which was 29,000,816. 

All of the principal classes of foot- 
wear contributed to the falling off in 
May production, the total for men’s 
shoes being 6,316,752 pairs as com- 
pared with 7,756,752 in May, 1929, and 
the women’s shoe production amount- 
ing to 8,714,486 as against 10,064,949 
in May last year. 





C. P. Brady on Vacation 


ATLANTA, GA. (UTPS)—Charles P. 
Brady, manager of the men’s shoe de- 
partment for the George Muse Cloth- 
ing Company, has left for a two weeks 
trip to New York and the eastern mar- 
kets. He is making the trip by boat 
from Savannah. 





Shoe Production Off in May 


Total for Month Shows Marked Decrease from Corresponding 
Month in 1929—Year’s Production to Date 6.9 Lower 


Production during the period Janu- 
ary to May, inclusive, shows a de- 
crease of 6.9 per cent as compared 
with the corresponding period of 1929. 





New Baltimore Store 


BALTIMORE, Mp.—North Charles 
Street, the “Fifth Avenue” of Balti- 
more, Md., is to have another exclu- 
sive women’s shoe shop when M. Eich- 
berg & Sons Co., Inc., of Baltimore, op- 
erators of a chain of women’s shoe 
shops throughout the country, will open 
a store at 215 North Charles Street. 
Opening of the new store is expected 
some time in July, at the latest by the 
Ist of August. Hosiery will be car- 
ried in a special hosiery section, sim- 
ilar to that obtaining in all other shoe 
shops. In addition to operating a chain 
of shoe shops, the Ejichberg concern 
also operates, under a lease arrange- 
ment, shoe departments in department 
stores and specialty shops. While 
women’s shoe departments are the big 
thing, the concern also operates in 
some of the stores men’s and children’s 
shoe departments. Headquarters are at 
107 West Baltimore Street. 











Kind 
Boots and shoes, total 
High and low cut (leather), total 
|. EE re yer 
Boys’ and youths’ 
Women’s 
Misses’ and children’s 
Infants’ 
Athletic and sporting (2) 
Satin, canvas and other fabric (2)...... 
Slippers and moccasins for house wear. 
All leather 
Part leather, felt, etc 





Number of Pairs 


Barefoot sandals, play shoes and all other foot- 


wear 
9 


Excludes footwear with fabric uppers a 
3. The separate classification 








May May 

1930 1929 
peeieaa te 24,391,332 29,158,982 
ree eee 20,734,142 25,269,765 
aS 6,316,752 7,756,752 
pea ougiaancete 1,412,531 1,826,489 
8,714,486 10,064,949 
NET 2,697,018 3,531,566 
iaeewure 1,593,355 2,090,009 
ee rene 151,385 (3) 162,565 
able adnate 228,704 277,182 
SA oe 2,731,616 (3) 2,742,677 
420,931 (3) 604,846 
Se cane 2,310,685 2,137,831 
phate 545,485 706,793 


nd rubber soles. 


Summary of Production Figures for May and First Five Months 


Per Cent of 

Increase or 

Decrease (—) 
Jan.-May 


Jan.-May Jan.-May 


1930 1929 1929-1930 
134,449,907 144,393,832 6.9 
118,663,023 128,585,547 — 4 
34,684,208 37,140,069 6.6 

8,016,846 9,210,017 —13.0 
51,222,701 53,625,425 5 
15,467,717 18,337,191 15.7 
9,271,551 10,272,845 9.8 

798,533 (3) 743,833 7.4 

370,293 1,410,976 - 2.9 
10,952,780 (3) 10,405,079 5.3 

1,871,724 (3) 2,494,361 —25.0 
9,081,056 7,910,718 14.8 
2,665,278 (3) 3,248,397 —18.0 


; “Moccasins” has been eliminated and the quantities so reported have been distributed to the other 
classifications indicated by this footnote, based upon descriptions supplied by the manufacturers. 
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C.mbine Lh Wil, Cie | 


Whether the shoe is in kid or suede, it’s im- 
proved by this 1930 trimming—a lustre 
leather with a finely crinkled surface, that 


gives it depth and richness. 


C,,. Ale 


Black Gunmetal Brown Cocoa Blue 


The Mews Cr sil. hill eC, She 


Samples by request to | 1702 - 100 Gold Street, New York 
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An Inviting Arched Entrance 

































Attractive window displays aid Abish & Barry, Pawtucket, R. 
smart, stylish types of shoes which comprise 85 per cent of their business 


1., in selling the 








Appraisal Shows Hanan Estate | 


Near Four Millions 


NEw YorkK.—John H. Hanan, of the 
shoe manufacturing firm of Hanan & 
Son, who died in August, 1920, left a 
gross estate of $3,965,885, in an ap- 
praisal just announced. Because of 
litigation, the estate, chiefly divided be- 
tween his two sons, Herbert W. and 
Addison G. Hanan, was not settled for 
almost ten years. 

Debts and other deductions brought 
the net figure down to $1,584,326, with 
each son left $788.163. The debts in- 
cluded more than $500,000 in taxes, 
mainly to the Federal Government, $1,- 
640,000 on notes to F. S. Moseley & 
Co., and $385,998 owed to the John H. 
Hanan Realty Co. 

The 40 per cent interest in the un- 
distributed assets of Hanan & Son of 
New York were reported as $1,392,367, 
while $244,546 was given as his in- 
terest in the Hanan shoe business of 
Chicago. Mr. Hanan owned 35,207 
shares of United Shoe Machinery 
Corp. stock, valued at $1,408,280; 2988 
shares in John H. Hanan Realty Corp., 
valued at $389,330, and 340 shares of 
common stock in the Hanan Shoe Co. 
of Paris, listed at $26,149. 

The estate of Alfred P. Hanan, who 
died in September, 1919, the appraisal 
of which was likewise held up and not 
announced until now, was given as 
$585,773 gross and $326,964 net, being 
reduced by debts of $226,465 and other 
deductions. The estate included $471,- 
714 as Mr. Hanan’s interest in the 
Hanan business in New York, and $85,- 
515 in securities. His wife, now Ethel 
H. Taylor, received $112,248, while 
$107,358 each went to his children, 
Mildred E. and Alfred P. Hanan, Jr. 

Addison G. Hanan, mentioned in the 
first will, is now dead, having passed 
away in 1923. 
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Feature in Stock Shoes 


PROVIDENCE, R. I. (UTPS)—The 
Abish & Barry shoe retailing concern 
located in Pawtucket, R. I., does an 85 
per cent business catering particularly 
to young girls and misses. According- 
ly, their stock contains a very large 
proportion of novelty and style foot- 
wear. 

Previous seasons they have stocked 
with shoes of their own mark, but ac- 
cording to David M. Barry, one of the 
owners, this year, 


depression, they ordered in-stock mer- | 
chandise with even better results than 
before. 


They do a great deal of newspaper 
advertising and considerable direct 
mail stuff. About four times a year 
they send out about 3000 circulars to 
a mailing list kept constantly up-to- 
date by correcting following each is- 
sue. By this method they find their 
mailing list is more direct, more profit- 
able with less dead returns. 

Abish & Barry was started several 
years ago by Mr. Barry and Benjamin 
Abish, both formerly of Gladding’s, 
Providence, and their store has become 
one of Pawtucket’s leading ones. 


Profit Increase for United 
States Shoe Co. 


CINCINNATI.—The net profit of The 
United States Shoe Company and sub- 
sidiary company, after Federal taxes, 
was $93,316.67, compared with $10,- 
702.85 for the year ended April 27, 
1929. 

After deducting the proportion of 
earnings of the Alfred J. Sweet Co. 
applicable to stock of that company in 
the hands of the public, the total net 
profit for the year ended May 3, 1930, 
was $2,402.04, as compared with the 
loss of $86,260.61 for the previous year. 
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Wanted 
Young Salesmen 


to Carry 
Our IN-STOCK Shoes 


Consisting of 


Seven styles of our young women’s 


Spor!Walks 


REG.U.S. PAT.OFF 


FOR JUNIOR WOMEN 





STEEL - ARCH 


Carried in stoc . 
Cost price $3.50 to $3.75 





Goodyear welts. ‘aioe 


AAA to C, 


Twelve styles of misses’ and 
children’s 


e TRADE MARK 








U.S. PAT. OFF.” . 
Scientific Health Shoes 


‘ for Children 


| Insure Normal Feet’ | 











Goodyear welts. Gold spot soles. Carried 
in stock from AA to D. Cost price from 


$1.80 kacks to $2.85 misses. 


Three styles of our 


sont \ Pap 


in KING. Boo," ; 





REG. US. PAT. OFF 


Carried in stock from AA to D. Cost 


price $5.70. 
Discount to trade 5% 


Straight commission proposition to sales- 
men. Six per cent paid each week on all 
bona fide accepted orders. 


Our stock department line will consist of 
twenty numbers of the most up-to-date 
and salable patterns. All top construc- 
tion, full grain calf or elk and Seton 
patent. 


cities of the United States and 
entire Pacific Coast already covered but 
have good territories in most states. No 
objection to carrying a good line of men’s 
or boys’ shoes, or a non-conflicting line of 
women’s footwear. 


The big 


Can use man in Chicago outside State 
Street. 

All applications will be considered con- 
fidential. Give full details, your experi- 
ence, record, age, and everything that will 
be of interest to us. 


THE JUVENILE | SHOE CORPORATION 


Aurora Missouri 
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Warr 3 Siar are the finishing 
touch to ia light and dainty: sum- 


ry mer costume . . . In the same way 
Repco" Heel and Edge Enamel is 


the finishing touch to ‘white shoes 
and is just as essential to the shoes 


as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless the 
heel and edges are spotlessly white. 
Well dressed women will not wear 
shabby shoes. -For over ten -years 
Repco Heel and Edge Enamel has 
been the accepted standard for giv- 


ing shoes the finishing touch. 


It isa smooth liquid enamel which i is oealy applied to heels and edges. It contains neither 
varnish nor shellac, nor is it gummy or streaky. It is made in all popular colors: white, | 
<4 ivory, champagne, light gtay, etc., and is made in two forms, both bang and yea gen 
16} ea is more genie and easier to- handle. . 
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BosToON—A meeting of retail shoe 
merchants from the New England 
States was held at Hotel Statler in 
Boston on Tuesday of last week to con- 
sider the question of organizing a re- 
gional association for New England. 
Owing to the many counter attractions 
of Boston Fair Week, the attendance 
was somewhat disappointing and no 
definite action was taken at the meet- 
ing. The advantages of organization 
were discussed in a general way and it 
was decided to take the matter up at 
a meeting to be held later. 

The speakers included A. H. Geut- 
ing,: president of the National Boot 
and Shoe Manufacturers Association; 
James H. Stone, manager of the asso- 
ciation; Henry E. Hagen, secretary of 
the Massachusetts Shoe Retailers As- 
sociation, and Jesse Adler, of New 
York. Mr. Hagen presided and intro- 
duced President Geuting, who said in 
part: 

“The purpose in calling a meeting of 
the retailers during the week of the 
Boston Style Show is entirely in your 
own interests. I have no axe to grind, 
excepting that of considering your per- 
sonal welfare. I have been interested 
in the general welfare of the shoe 
business, and when I say general—I 
mean general. 

“Not only am I interested in the 
welfare of the shoe retailers, which is 
of primary importance to the industry, 
but I am interested in seeing the 
manufacturer successful in order to 
maintain that leadership in the shoe 
trade that we have enjoyed—a leader- 
ship that we, in the United States, 
can be justly proud of. 

“You are all interested in New En- 
gland. You should be interested in the 
welfare of New England manufactur- 
ing, New England tanning and the 
New England market, and the only 
Way you can conserve and strengthen 
and maintain this market is by coopera- 
tion. The business of the United States 
is moving en masse. Individuals no 
longer count, excepting as they exert 
their influences in organization. There 
are some things that an _ individual 
can’t accomplish except through or- 
ganizations. I, therefore, urge this 
meeting to rehabilitate a strong retail 
organization for New England, a re- 
gional association of which you can be 
justly proud, that will help you with a 
little cost to your stores, individually, 
to be a little better merchants. and get 
in step with the times, to conduct your 
business on up-to-date methods, to 
learn how to merchandise on a profit- 
able basis. 

“Many of you may say—‘Well, I 
get along very well myself, and I don’t 
need anyone to help me—I know my 
business’, but you are as strong as the 
weakest link, and every bankrupt, 
every unsuccessful business, causes a 
tax upon the successful. 

“The tanners and manufacturers 
should be just as much interested in 
this movement, though it is called 
from a retailer’s point of view, for, 
after all, the better the retail mer- 
chant is, the more successful he is, the 
better he pays his bills and the more 


Boot AND SHOE RECORDER 


Geuting Urges Organization 


President of N. S. R. A. Explains Advantages of Regional 
Association at Meeting of New England Shoe Merchants 








A. H. Geuting | 


attractive and alluring he can make 
his stores, the better he serves his pub- 
lic, the greater will be the budgeted 
shoe dollar in the family life of this 
country, and the greater will be the | 
manufacturing interests, the greater 

will be the tanning industry, and the | 
more profitably will they sell. - 

“Therefore, I appeal to you as retail 
merchants. I appeal to the manufac- 
turers of this district of New England, | 
the tanners of New England, the job- 
bers of New England, all in the shoe 
and leather business, to support a 
movement of cooperation between the 
various branches of the industry to 
maintain this market, to maintain | 
quality, integrity, and progressiveness 
and ingenuity that will keep New En- 
gland on the map, and maintain its 
position as the leader in the shoe and | 
leather industry. It can be done, but 
only if you all work together with a 
cooperative spirit in general affairs, 
that individuals cannot regulate by 
themselves. 

“If this thought appeals to you, if 
this constructive idea meets with your 
approval, is there not somebody in 
New England that can lead this move- 
ment to a successful conclusion? Can 
you give me any good reason why it 
should not be done? You pay your 
pew rent in your church, you support 








Blacks First at Boston 


Through an error it was stated 
in the news report of the Boston 
Fair published in last week’s 
RECORDER, that blacks ran 
browns a close second in the 
shoes shown on the runway. The 
article should have read “browns 
ran blacks a close second.” This 
was true both of the shoes shown 
in the style revue and of the 
buying. 
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Wea r r Straight 
hoes 


The Biggest 
Development in 
40 Years of Shoe 

Making! 


Arch talk takes on a new mean- 
ing when you demonstrate the 
Musebeck principle of metatarsal 
arch supporting. . Write or 
wire for the Musebeck construc- 
tion catalog. 


Copyrighted 
Patents 
Pend- 

ing 











(Cc Musebeck WEAR-STRAIGHT insole, 
shaped to give perfect foot balance Result 
Outsoles wear straight across the bottom in 
stead of wearing thin to wedged shaped at 
outside ball (D) Thick, mellow insole, 
shaped to Metatarsal Arch A permanent 
solid leather arch that fits the normal foot 
and does not collapse (E) Imported hair 
felt, chemically treated. An insulation against 


dampness, cold or heat 


Combination 
st 
—blucher 


060 Black Ruby Kid, Kang. Tip.......$4.50 
$060 Same as above, with Arch. Sup 
Insole : -» 4.85 
065 Benz Tan Kid : ° 4.85 
680 Black Mellow (Calf 4.50 
085 Tan Mellow Calf 4.60 





Terms 2° 10 Days, 30 Days Net 


SHOE, COMPANY 


DANVILLE, ILLINOIS 
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WHERE TO BUY 
Men’s Shoes 








AST WEYMOUTH.MASS. U.S.A. 








The 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


eel 


KUMFORT-ARCH SHOE 


cuusrvey by Ne 


EMERSON SHOE MFG CO 
ROCK, MASE 
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BION F-REYNOLDS CO =- BROCKTON MASS 








FoR MEN 
M. A. PACKARDCO., Makers (P) 


N ETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


H. W. COOK, President 
| Syracuse, N. Y., U. S. A. 








MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















Presided at Boston 














Henry E. Hagen 


your schools—why not support the 
business that supports all of these 
things? It can be done on a $5 a year 
basis. See how little that is? Look at 
the bountiful results that you may ex- 
pect from such an organization, enthu- 
siastically backed by even the small 
number represented here. 

“Your problems are many. They 
are going to grow more complicated, 
rather than less complicated. Govern- 
mental interference in business is al- 
ways a menace. Organization is nec- 
essary. It is imperative in these 
times. You owe it to your children, 
the future generations, you owe it to 
your community, you owe it to New 
England, and you should seriously de- 
termine to organize for this purpose, 
and if you do, you may rest assured 
that I will give you all the help that 
I can. 

“In closing, let me give you an ex- 
ample of what organization means. 
Last fall, when the tremendous finan- 
cial crash occurred, the greatest finan- 
cial panic perhaps ever recorded in 
the history of business, faith absolute- 
ly destroyed and crushed, and a ten- 
dency on the part of every man to save 
himself, regardless of the rest, just as 
is the case in a fire, let’s say in a thea- 
ter, President Hoover, who had for- 
merly been at the head of the Depart- 
ment of Commerce, and was cognizant 
of the fact that business was largely 
in the hands of associations, stepped 
forward on the stage of the business 
world and said, ‘Gentlemen, there has 
been a fire, but it is under control. 
Take your seats calmly, the music will 
soon begin, and the play will go on. 
While millions and millions of dollars 
have been marked off, we have the 
same soil, we have the same buildings, 
we have the same machinery, we have 
the same glorious country, and we 
have, above all, 125,000,000 intelligent 
citizens who will continue to consume 
and are willing to work. 
time for us to destroy confidence in our 
people, in our institutions, in our busi- 
ness welfare.’ 

“At this meeting a committee of 70, 
representing all the main associations 
in this country upon which I served 
as your representative, were appealed 
to, and they carried the message to 
their various associations. The rail- 
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This is no | 
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ways association promised President 
Hoover they would carry out their 
budgets for improvements as they had 
intended, regardless of the market 
conditions, and so every other associa- 
tion did likewise. 

“Now, while business in general 
isn’t as good as it was in 1929, the 
facts are that it is normal, and that it 
will be better than normal before long; 
but had this coordinated movement 
not taken place I shudder as to what 
might have been the consequences in 
this country, the failures, the distress, 
the closing of shops and factories that 
would have resulted from a panic con- 
dition. 

“Now, can you, as intelligent New 
England shoe merchants ignore this 
great benefit? The National Shoe Re- 
tailers Association of the United States 
has a high standing in Washington, 
and is ready to step to the front at all 
times in the interests of the shoe trade, 
not only of retailers, but of the entire 
industry. Don’t you want to do your 
part and organize a regional associa- 
tion in New England as a branch of 
the N. S. R. A. and keep step with the 
rest of this country?—with the South, 
the North, and the West?” 

Manager Stone also urged a livelier 
interest in organization activities and 
emphasized its possible advantages to 
merchants. Mr. Hagen, among other 
things, spoke of the possibilities of 
group buying among shoe merchants, 
particularly of accessories. Mr. Adler 
discussed men’s shoes and certain as- 
pects of the general merchandising 
situation. 


Boyce & Lewis Acquire 
Baltimore Store 


BALTIMORE, Mp.—Boyce & Lewis, 
prominent custom fitting shoe retailers 
of Washington, have invaded the ex- 
clusive retail shoe field of Baltimore 
by taking over the Wilbur Coon Shoes 
shop, located at 418 North Charles St. 

The Wilbur Coon Shoes shop in Bal- 
timore, Md., was opened about two 
years ago by Louis A. Sohmer, under 
the trade name of the Louis A. Soh- 
mer-Wilbur Coon Shoes Shop, at 418 
North Charles Street. Prior to open- 
ing this shop, Mr. Sohmer had been 
for fourteen years shoe buyer for the 
Broadway branch store of The Hecht 
Co., operated under the trade name 
of Hecht’s Reliable Stores. He returned 
to Hecht about a year ago. The Wil- 
bur Coon Shoes Shop was then con- 
tinued under the management of Jo- 
seph A. Kreis. 

Under the ownership of Boyce & 
Lewis, Mr. Kreis will continue as man- 
ager. Mr. Kreis is well known to the 
retail shoe field of Baltimore and 
Washington. Prior to his association 
with Mr. Sohmer, Mr. Kreis had been 
connected with N. Hess & Sons. 





Crossett Stock Department 
at Augusta 


In the July 12 issue of the BooT AND 
SHOE RECORDER, Crossett shoes were 
erroneously referred to as being in 
stock at Auburn, Maine. The Crossett 
in stock department is at the factory in 
Augusta, Me. The error occurred on 
page 27, in an advertisement of John 
R. Evans & Co., in which Crossett shoes 
were featured. 
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92% of retailers personally canvassed in 
the Metropolitan District of New York, 
to whom we demonstrated the Koh-i- 
noor Snap! Buckle, preferred its many 
advantages, and want them on their 


shoes. 


A new Geo. E. Keith model for Fall equipped with 





MAIN STREET 


and EK 


the Koh-i-noor Jewel Snap Buckle. 


Fasten 
securely 








Eé,p Se 


SEND FOR SELF-DEMONSTRATING SAM.- 
PLE if you haven’t received one, with full ex- 
planation of these simple “Snap!” features. 
We want everyone to know all about these im- 
proved Symbols of Fashion. 


Made for all standard strap widths, and require 
no alteration to fit 








agree on their preferred type of 
buckles for shoes 


and Shoe Manufacturers are 
now prepared to supply them. 


FIT 


WITHOUT 


FUSSING 


No prong holes are needed, and no straps 
are weakened by forcing extra holes, when 
you sell shoes equipped with Koh-i-noor 
Snap! Buckles. 

No re-sewing or replacing of loose or lost 
buckles when your manufacturer uses Koh- 
ienoor Snap! Buckles. 





WALDES KOH-I-NOOR, Inc. 


W orld’s Largest Manufacturer of Fastening Devices 


Paris 





Barcelona 


London 





Long Island City, N. Y. 


— Prague — _ Dresden 
— Warsaw 
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WHERE TO BUY 
Men’s Shoes 





er 





“A MAN'S DECISION” 








o~¢ 

Wen's 
SHOE ‘ou 

Shoe Co. 

Beston—183 Eesex Street Brockton, 
N. Y—015-017 Marbridge Bidg. Mass. 
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WHERE TO BUY 


Women’s Shoes 














Ultra-Smart Sandals 


Complete color 


combinations 





BIARRITZ SANDALS, 
83 West 27th St. Fa 











CUSHION SHOES 


FOR WOMEN 














THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
i i ata 





WHERE TO BUY 
Shoe Forms 


Jatry Jorms 
for Shoes and Hosiery 








made of white, 
transparent or colored 


Pes FAIRYLITE 
Shoe Form Co., Ine., Auburn, N. Y. 











WHERE TO BUY 


Store Fixtures 


NEW GOODWIN CATALOG 


STORE 


BosTton.—Factories in the New En- 
gland centers are running briskly. 
Eighty per cent of the cutters of Lynn 
were at work last week, according to 
labor agencies. Reports differ as to 
the volume of orders booked in last 
week’s Boston market. But it’s a com- 
mon opinion that stores are short of 
smart, sales-promoting footwear, and 
that orders will continue to flow in dur- 
ing the remainder of the year. Lynn 
is in for a new constructive era, both 
as regards shoe styling and shoe mer- 
chandising. 

Prices, the chief issue of the mo- 
ment, are going both ways, the down- 
ward movement carrying the quotations 
to $1.35 a pair, a new low level for 
novelty McKays, and up toward $10 a 
pair for the high-grade specialties of 
Littleway and turn manufacture, as 
well as McKay. A new movement is 
starting in shoes to retail at $7 and $8 
a pair. However, the bulk of business 
is in the $4, $5 and $6 shoes, and the 
fact that unions have granted to some 
concerns a special price list on $4 











grades indicates an increase in shoes 
at this mark. 

So far, the effects of the tariff on 
Lynn shoes are more moral than ac- 
tual. Prices show no increase, except- 
ing where quality is bettered, and the 
tariff has nothing to do with that. 
Other prices are downward in so far 
as women’s shoes are concerned. Hide 
and leather markets may be firmer be- 
cause of the new duties. But the firm- 





Shoe Men Meet in Fond du Lac 


FonpD bu Lac, Wis.—M. Fitzsimons of 
this city was elected temporary chair- 
man of the Wisconsin Shoe Retailers’ 
Association organization meeting held 
here recently. C. Jahn was elected 
treasurer and O. G. Egelhoff, secretary. 

The unit is composed of cities within 
a radius of 40 to 50 miles and extends 
each to Lake Michigan, north including 
Appleton, west to Princeton and Berlin 
and south to Beaver Dam, Horicon, 
Juneau and West Bend. 

Mr. Egelhoff addressed the members 
outlining the purpose of the unit meet- 
ings. It was also pointed out at this 
time that despite a tariff on imported 
shoes and leather, shoes should not go 
any higher because of competition 
between tanners and shoe manufac- 
turers. The tariff, the retailers believed, 
would provide steady employment for 
American labor and would give the 
farmer an opportunity to sell his prod- 
uct at better prices. 





Herbert A. Derry Directs Sole 
and Heel Sales 


PROVIDENCE, R. I.—O. L. Thompson, 
assistant general manager of United 
States Rubber Company and general 
sales manager for the sundries depart- 
ment, has announced that Herbert A. 
Derry will continue as general sales 
manager of the soles and heels division 
of the company. 
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May Ask for Higher Shoe Tariff 


New England Shoe Men Watching Effect on Imports—No Price 
Changes Traceable to New Law 








} ness has not yet effected Lynn’s shoe 
| prices. The Lynn tariff committee con- 
tinues to watch imports on women’s 
| shoes. If they show any increase, then 
; the committee will ask that the tariff 
bars be raised a little higher. 

Styles are well under control, pos- 
sibly too much so, for, if there is an 
outstanding type of footwear, that is 
going to crash through sales resistance 
and roll up a volume of sales, it is yet 
to be mentioned in the headlines of 
fashion forecasts. Of course, each en- 
terprising firm has its own individual 
leader and is doing well with it. But 
there’s no universal type that is dis- 
tinctly different from what has gone 
before, and has sales-compelling power 
on a mass scale. However, it may be 
that business is best when individuals 
excel each on his own. 

Last makers are increasingly active, 
which indicates more attention to the 
style shape of shoes. It also indicates 
more thought of “getting more shoes 
fitted right.” Last makers testify that 
their sizes are running higher, which 
confirms the common report that clerks 
are fitting them larger. The day of 
foot pinching is diminishing. 

Toes are modified, being neither nar- 
row nor wide, but just gracefully 
round. That’s where the science of 
lasting fits in. Vamps are as much as 
3% in. in length. Heels are shown as 
high as 24/8. One new last, according 
to the testimony of certain New York 
stores, is yielding the best fitting shoes 
ever. The fit, in the long run, is even 
more important than the style. 

Patterns tend toward oxford effects, 
with the three eyelet styles in the lead, 
pumps, in both the strap and the strap- 
less models, going strong, straps being 
little if any wider, and the center 
buckles continuing in favor. The key 
to styles, in so far as the pattern trade 
is concerned, is arranging the lines and 
the materials of the shoes in attrac- 
tive combinations. Some of the pattern 
shops have been working overtime for 
weeks. So there’s an abundant meas- 
ure of pattern style. 

It will be a brown fall, as is usually 
the case. But the blacks continue to 
go strong, and there are new shades 
of blue and green and a few other hues 
for the classy effects. Most shoes are 
trimmed. Many are of three leathers. 
It’s not always easy to tell the domi- 
nant leather. For instance, in a com- 
bination of suede, kid and reptile, 
which stock dominates the style? 





Cleveland Store Changes 


The Proper Shoe Store, located at 
425 Prospect Avenue, is being closed 
out by the owners, I. J. Proper and S. 
Wyman. According to "Mr. Wyman a 
new and better location will be selected 
at some future date for another store 
replacing the present Prospect shop. 
Proper and Wyman also operate three 
other stores in the city under the style 
of Allen Shoe Stores and Sally Sweet 
Shop, the latter located on East Sixth 
Street and opened only a few months 
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LUNAR \., 
BRAZILS/% 


Most critical buyers are plainly ex- 


pressing aalanelaciacatlacm celameltts 


SATIN MAT FINISH 
IN 


LUNA BRAZILS 


Nor only because they require no 
special eccrlesnatiame) mm astreltaliery 


Temes lomrecela' 


but also because ‘retailers re- 
port nothing but satisfaction from 


their customers 


No leathers better exemplify the 
official colors for Fall 
Nor can you find a more exqul- 


site texture or fine evenly running 
grain than is afforded by 


LUNAS 
BRA ZILS 


the leather that stands for 


ECONOMY 


without 


SACRIFICE OF 
QUALITY 


The Wilkinson Leather Co. Ltd. 
The Riding 
Northampton, England 
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Boudoir Slippers In Stock 
UNUSUAL VALUES 
Sizes 3 to 8 
805 Wos. 
Kid Turns...$1.25 
810 Wos. 
Kid Turns 1.40 
“Every Pair 
Guaranteed”’ 
SCHWARTZ & HERDER, INC. 
Specialists in Comfort & Ballet Slippers 
241 No. 11th St.. Philadelphia, Pa. 











IN-STOCK In Brown-Black and colors. 
MEN’S OPERA Combining style with com- 
SLIPPERS fort. Produced by the 


manufacturers of 


Okc. 


Samples and prices Pullman Slippers. 
on request Natfonally known. 
SWAN SHOE CO., Inc., Baltimore, Md. 


Manufacturers 
New York Office—Room 551, Marbridge Bidg. 


eIN STOC Keeee 


TAP DANCING SHOES 
Patent and Vici, 11/2 and 
22/8 Leather Heels 


Prepare for Big 
Tap Dancing 
Business 
This Fall. 





—s 

















The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 
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request 


No. 434—Tan 
Kid_ Everett 
$2.65 


No. 447—Tan 
Kid Opera 
$2.35 


L. B. EVANS’ SON CO., Wakefield, Mass. 


ATI iy 


MEN’S FINE 








HAND TURNED 
SLIPPERS 
Manufactured 
Prices from by 
$2.15 to $3.50 Ww. S. CHASE & SONS 
Haverhill, Mass. 











Boston Office: Room 501, Statler Bldg. 








Chain Store Tax 
Questioned 


Indianapolis, Ind.—The validity 
of Indiana’s State chain store tax 
law is questioned in a case that 
has been appealed to the United 
States Supreme Court. The case 
was taken to the highest tribunal 
from the Federal court in Indian- 
apolis, where it was held that the 
State law was invalid. 

In its decision the district court 
described as unreasonable and ar- 
bitrary the State law’s classifica- 
tion of chain stores. The law finds 
its basis for taxation upon the 
number of stores operated in the 
State by any one company. Such 
a division cannot be sustained un- 
der the police power of the State 
since it has no relation to public 
health, welfare, morals or safety, 
the district court held. 











New Commission Plan 


BuFFALO, N. Y. (UTPS)—Sales em- 
ployees in the women’s and children’s 
footwear department of Adam, Mel- 
drum & Anderson Co. have been 
granted a voluntary wage increase in 
the form of a commission on all sales 
in addition to their regular weekly sal- 
ary which remains unchanged, it was 
announced by Weldon D. Smith, treas- 
urer and general manager of the store. 

The commission is payable monthly 
on all net sales for the previous month, 
all returns being deducted from the 
sales. Mr. Smith says that this new 
method of employee compensation al- 
ready has had a very stimulating effect 
upon sales. 





Schiff Sales Increase 


COLUMBUS, OHIO (UTPS)—Sales of 
the Schiff Co., 32 West Chestnut, op- 
erating a chain of 169 retail shoe stores 
throughout the country, during the first 
half of 1930 were $4,695,439.68, com- 
pared with $3,770,675.85 for the corre- 
sponding period last year. This shows 
a gain of 24.52 per cent with a gain of 
11 stores since the first of the year. 
Sales for the month of June were $876,- 
556.90, compared with $748,169.45 in 
June last year. This is a gain of 17.16 
per cent. 

Robert W. Schiff, president of the 
company, predicts that sales in 1930 
will exceed the expected mark. 

He said, “While we intend to be 
very careful about further expansions 
during the balance of the year, due to 
the general depression, we expect to 
take advantage of any exceptional op- 
portunities should they develop, and 
we are in a good position to do so.” 





Join Pacific Northwest Group 


MARSHFIELD, ORE. (UTPS)—The 
Coos Bay region has now joined the 
Pacific Northwest Shoe Retailers As- 
sociation. E. H. Anderson has been 
elected chairman. George Kuhblank of 
The Hub store at Marshfield and Ed- 
win Murphy of the Buster Brown store 
were active in the organization of the 
new unit. The meeting was held in 
the Chandler Hotel and was addressed 
by Casper A. Lane, secretary of the 
Eugene, Ore., unit. 
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Praises Public Spirit of Shoe 
Merchant 


BROOKLYN, N. Y.—Philip Bender, 
who operates a shoe store at 245-247 
Grand Avenue, was the subject of the 
following editorial article recently jn 
the Williamsburg News: 

“Our reporter, Miss M. X. Budd, 

came in contact with the vibrant per- 
sonality of Philip Bender, who is the 
general in charge of the Grand Street 
sector of our housing campaign, and 
the following tribute is the result of 
her meeting with this grand old war. 
rior against civic stagnation and de. 
cay: 
“For the past 48 years Philip 4. 
Bender has been running a shoe store 
at 245-247 Grand Street. Mr. Bender 
has not only the distinction of being 
one of Grand Street’s ablest merchants 
but the organizer, as well, of the Grand 
Street Board of Trade, the first Board 
of Trade of Brooklyn. At present Mr. 
Bender is president of this organiza- 
tion. 

“It was through the efforts of Mr. 
Bender that the Bushwick Creek, sit- 
uated between Greenpoint and Wil- 
liamsburg, was filled in. Not content, 
however, with this civic accomplish- 
ment,.Mr. Bender strove further. He 
enlisted the aid of Senator P. H. Mc- 
Carren in the obtaining of this site for 
a park, which is now known as Mc- 
Carren Park. Certainly, however, it 
was mainly through the efforts of Mr. 
Bender that this thing of beauty could 
arise from the heretofore unsightly 
Bushwick Creek. 

“The Recreation Pier at the foot of 
Metropolitan Avenue, the widening and 
paving of the Eastern District streets, 
and the obtaining of the end streets 
of South 2nd and 8rd Streets for the 
sugar refinery are all achievements of 
this public-spirited man. Eastern Dis- 
trict is certainly fortunate in having 
such a man as Mr. Bender as its cham- 
pion. 

“Mr. Bender has been a member of 
the Chamber of Commerce and the 
Civic Council for the past ten years. 
Only ‘those in public life can realize 
this honor of being counted as one of 
the members of the Chamber of Com- 
merce. He is also a member of the 
Rotary Club and a Mason. 

“Mr. Bender is in favor of the hous- 
ing campaign now going on in Wil- 
liamsburg and is confident that the 
French Plan will prove as great a suc- 
cess on this side of the East River as 
it already has on the other. He also 
advocates the building of a vehicular 
tunnel which will relieve the Williams- 
burg Bridge traffc,, and the. purchas- 
ing of sites along the river front at the 
foot of Broadway and Grand Street 
for the laying out of parks. 

“It is seldom that one meets a man 
with such broad interests and altru- 
istic motives as is manifested by the 
incessant activities of Mr. Bender for 
the public good.” 


Shoe Man Bound and Robbed 


PITTSBURGH.—Two hold-up-men held 
Edward Sperber, a retail shoe mer- 
chant on Diamond Street, this city, a 
prisoner, having bound him, and then 
rifled the cash register, securing about 
$75. They then left. Sperber managed 
to loose his bonds and notify the police. 
The attack took place while scores of 





people were passing the store. 
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OFFERS 


A NEW LINE OF WOVEN SANDALS 
TO RETAIL AT $3.00 and $4.00 
NO CUSTOMS FORMALITIES 
DELIVERED TO YOU DUTY PAID 
SAME AS BUYING AMERICAN SHOES 


UZMA CORPORATION 


GOLO SLIPPER COMPANY Factors 








In addition to the Famous Deauville 
Sandal line, we offer this new high 
grade sandal for volume selling through 
the Uzma Corporation so that your 
every requirement for woven sandals 
is taken care of without customs wor- 
ries from New York City. 


This new line, priced below the trade- 
marked Deauville line, represents real 
shoe values for your customers and fea- 
tures items of imported origin, with 
big sales possibilities for you. 


REMEMBER-—You buy on the same 
basis as you buy American made shoes. 
No charges for custom house entry, 
cartage transfers or other incidental 
charges. You pay after you have your 
shoes and have seen them. All mer- 
chandise shipped F.O.B. railroad sta- 
tion, New York. 


GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK, N. Y. 



































The 


ROOSEVELT 


Madison Ave. at 45th and 46th Streets 
NEW YORK 


Offers you an ideal home—right in the heart of the 
Grand Central Zone, with its towering skyscrapers 
topped by the new Chrysler Building. An underground 
arcade leads from the Hotel Lobby direct to the Grand 
Central Terminal and Subways. Convenient to the 
smartest shops, art galleries, museums and theatres. 

















REASONS 


WHY YOU SHOULD SPECIFY 
BUILT-UP LEATHER HEELS 


They will outwear any 
2 other type of heel. 

They are the only correct 
a heels for daytime wear. 


3 There is give and resiliency 
= to built-up leather heels. 


And don't fail to consider both 
the cost and the weight of 
Renton built-up leather heels. 


WRITE FOR FURTHER INFORMATION 


RENTON HEEL CO. 


63 ALLERTON ST., LYNN, MASS. 
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Men’s @ Women’s 
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An Absolute Fact 





per pair 
HORCO SLIPPERS are made better 
—and sel] better—than any other 
slippers on the market in the popu- 
lar price class. 
Samples on Request 


VINCENT HORWITZ CO., Ine. 
64-76 West 23rd St. New York City 











High Grade Turn Mules 
and D’Orsays 





Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 


40-46 West 25th St. New York City 









Soft Sole Slippers 
Colors in Stock 


$1.25 $1.85 


Send for 
Samples 


STAR FOOTWEAR MFG. CO. 
50-54 No. Fourth St., Philadelphia 


Tie. 

















WHERE TO BUY 
Pullman Slippers 











PULLMAN SLIPPERS 
Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City 
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WHERE TO BUY 
Athletic Shoes 


6 hE EA 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write today for complete 
of ATHCO Ath- 
Shoes. 






let 


















BUY | Bronze Kid Shoes for Fall 


New York.—The bronze kid 

shoe promises to return to favor 
| with the new feminine note in 

costuming, according to a promi- 
nent stylist here. This leather, it 
is pointed out, can be worn effec- 
tively with practically any after- 
noon or informal evening cos- 
tume. It blends with coppery 
browns, greens, light reds and 
printed fabrics. 

Stockings are to be darker for 
Fall, which further favors the 
bronze shoe. A new advantage is 
a waterproof process, thereby 
holding the color so that it will 
not rub off on the stockings. 

I. Miller and Delman are fea- 
turing bronze kid shoes for early 
Fall, and in general throughout 
the country there is great inter- 
est manifested in this revived 
fashion. 














Mrs. John Wagner Dies 


NEW ORLEANS—Mrs. John Wagner, 
74 years old, proprietor of Wagner’s 
Shoe Store at 1709 Tulane Avenue, 
New Orleans, La., for the past 30 
years, died Sunday night, June 29, at 
her home, 2106 Tulane Avenue, as a 
result of injuries received June 19, 
when she slipped and fell in the cor- 
ridor of the Hotel Diell. She was vis- 
iting a relative in the hospital when 
the accident occurred. Mrs. Wagner 
was a native of New Orleans and was 
the last one of the early generation of 
the Wagners that at one time con- 
trolled and did the biggest retail shoe 
business off Canal Street. 

Mrs. Wagner’s late husband, John 
Wagner, was one of the three Wagner 
Brothers. All the three _ brothers, 
George, John and Joseph, had their 
places of business in Ursulines Street, 
at that time a big business center. It 
was in 1877 that John Wagner opened 
up the Blue Flag Shoe Store in Ursu- 
lines and Bourbon Streets, and after 
building up a big business he died in 
1893. It was then Mrs. John Wagner 
took charge of the business and ran 
the store until her eldest son, John 
Perry Wagner, took charge. 





International Friendship 
Is Shoe Window Theme 


VANCOUVER, B, C.—Indicative of the 
friendly relations which have existed 
for so many years between Canada and 
the United States, and commemorating 
the principal national holidays of each 
country, a novel window display was 


arranged by Rae-Son Ltd., shoe mer- | 


chants of 644 Granville Street. 

The treatment combined utililty with 
beauty. The color scheme was red, 
white and blue. symbolizing the na- 
tional colors of both countries. 

Around the background of the show 
windows were arched panels contain- 
ing maps of the various provinces of 
Canada and the adjoining states of the 
Union. 

The display space was tiled in red, 
white and blue in geometric design, 
while shoes of the latest styles in sport 
and dress wear were shown. 
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Dullness in Hides 


CuHIcaGo (UTPS)—The holiday 
breaking the past week, just at th 
time when consumers of hides an 
leather were engrossed with midyea; 
inventories, machinery overhauling anj 
vacations, was not conducive of any 
support to the hide market. : 

In consequence no business was re. 
ported by the big packer producers, anq 
but little trading passed with the 
smaller killers and dealers. These lat. 
ter sellers were forced to discount 
prices in order to attract attention to 
their merchandise. 

In keeping with the general cloudi. 
ness of the background of general busi- 
ness, sentiment in hide values was de. 
pressed. The dullness only tended to 
accentuate this feeling, particularly as 
production was keeping up apace. 

Prices rested at the lows of the year 
in some of the basic descriptions going 
into the makeup of the index of the 
industry, while others were but little 
above the line, leading the index for 
the week in the trough of the year’s 
record. 





Stetson Boosters Hold Outing 


New YorkK—Seventy-five employees 
and guests of the Stetson Shoe Com- 
pany’s New York retail shops, under 
the auspices of the Stetson Boosters, 
held their annual outing and picnic at 
Rockland Lake, N. Y., on Sunday, 
June 29. 

The party gathered at the 15 West 
Forty-second Street shop early, and 
left by auto and bus for the lake. Six 
members of the Stetson Boston com- 
pany and three employees from the 
Philadelphia store were present. 

A chicken dinner was served at the 
hotel on the grounds, after which a 
program of sports, including swimming, 
dancing and canoeing was enjoyed. 
Appropriate souvenirs were distributed, 
with short talks by George L. Harger, 
general manager of the stores; A. M. 
Horton, Frank W. Cox and other mem- 
bers of the Boosters’ organization. 





Helped Form Truefit Co. 


OTTUMWA, OHIO—John Erland. vice- 
president and manager of the Truefit 
Shoe Company, of which he was one of 
the organizers, for 42 years in the shoe 
business here, died July 5 in his home 
after an illness of ten weeks. Mr. 
Erland was a native of Sweden but his 
family came to this country when he 
was a lad of 12 years, settling here 
soon afterward, and he had spent his 
life in Ottumwa. 





| and two daughters. 
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He is survived by his widow, a son 
Funeral services 
were held in the First Lutheran Church 
here Monday afternoon and burial was 
in the Ottumwa cemetery. 





Leet Van Kirk Dead 


INDIANAPOLIS, IND. (UTPS)—Word 
of the death of Leet A. Van Kirk, on 
Wednesday in Columbus, Ohio, has 
been received here by his friends. Mr. 
Van Kirk, who had been ill about a 
month, formerly was manager of the 
Petot Shoe Company of this city. He 
left Indianapolis about a year ago to 
go to Columbus. The burial took place 
in this city on Friday, July 4. 
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Convinces the Mother ... 
Builds New Business 
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HIS new idea is certain to create good will and 
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build up your children’s shoe department. It gives 
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their children properly—for future health and normal 
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a shoe of corresponding size will fit. After the correct 
size is determined, the shoes are then selected. 
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A copy is yours for the asking. 
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Children’s Slippers 





Approved by Medical Men 
As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 


Burkley Shoe Co. 


1156 No. Main St. 
Brockton, Mass. 














IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
887 Fourth Avenue 
\ New York 
“; 1061-65 Merchandise Mart 
Chicago 
1307 Washington Ave. 
St. Louis 
883 Mission 
San Francisco. 
Factory, Danvers, Mass. 
Send for Catalog 


Street 
» Cal. 











SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 





SPECIALISTS SINCE 1892 








WHERE TO BUY 


Women’s Novelties 


TEDDY: Tan and brown, 8%-11.............+. ’ 
MONTE: 
al 


903 Fourth Ave. (at 28rd Street) New York 








Chain Store Operation 


[CONTINUED FROM PAGE 20] 


up to this limit is deducted from the 
bonus which every manager receives 
three times a year. If the shortage ex- 
ceéds this limit, the manager is sus- 
pended until a hearing is held, after 
which he is either reinstated or dis- 
charged. No deductions are made from 
managers’ salaries for stock shortages. 


Chain B shares the loss on inventory 
shortages with the manager. No de- 
duction is made from the manager’s 
salary, but part of the loss is deducted 
from his commission on net earnings, 
while the firm charges the balance of 
the loss against operating expense. 


Chain C gives its managers monthly 
bonuses based on a point system. Every 
manager is held responsible for his 
stock. If it is short, he is not held 
financially responsible, but the shortage 
is noted on his record and points are 
taken off of the monthly award. Losses 
are held to a minimum through the 
work of six field auditors who take 
physical counts of stocks in every store 
at least six times a year, the manager 
signing the order of report. In addition, 
the manager is required to count his 
stock at regular intervals. 


Chain D holds its managers finan- 
cially responsible for stock shortages 
except those due to fire, robbery or 
other unavoidable causes. The manager 
is charged at the full retail price and 
must make good losses due to his own 
fault or that of an assistant. He is per- 
mitted to reimburse the firm on easy 
terms, usually deducting $5 a week 
from his salary. If shortages occur too 
frequently, the manager is dismissed. 
This chain suffers little loss from stock 
shortages. This is ascribed to the $200 
cash security that every manager is 
required to post and to the frequent 
checks made by a staff of field auditors. 

Chain E employs the same system 
used by Chain D. 

Chain F holds its managers respon- 
sible for inventory shortages, but 
stresses that it tries to be fair with its 
employees. If a manager has a reputa- 
tion for being conscientious, he is given 
full credit for his good intentions, the 
firm standing the loss up to a certain 
point. If the man is indifferent or 
careless, the firm wastes little time in 
acting on the theory that there is no 
room for him in its organization. Owing 
to delays in checking inventories, this 
chain finds it difficult to discover stock 
shortages. 

Chain G keeps a permanent inven- 
tory, taking stock every two months. A 
certain amount of stock shortage is ex- 
pected and an allowance is made for 
every store, based on the amount of 
business done by the individual unit. If 
the stock shortage exceeds this allow- 
ance, the manager is dismissed. 

Cash shortages are a negligible prob- 
lem, the survey discloses. One firm 
makes allowance for a limited amount 
of shortage, four insist upon the mana- 
gers making good immediately for any 
cash shortages, while two have had 
shortages so seldom as to make it un- 
necessary to establish any definite 
policy. 

Chain A makes allowance for cash 
shortages up to a certain deadline. If 
the shortage comes up to this figure, 
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the cashier is suspended until a hear. 
ing is held. If the findings are agains 
her, she is dismissed from service. 

Chains, B, C, D and E report that 
shortages seldom occur. When they do. 
they are inexcusable and usually due to 
fraud. The manager is held responsi. 
ble for cash and is required to make 
good immediately on any losses. 


Chains F and G declare that cash 
shortages are relatively small and pre. 
sent no problem. 


The widest variance in operating 
methods is found in policies concerning 
the acceptance of checks. The range 
of practices includes the giving of 
change for checks, the limiting of 
checks to the amount of the purchase 
and prohibition of check acceptance un- 
der any condition whatever. 

Chain A permits managers to accept 
checks only up to the amount of the 
sale. Managers are not permitted to 
give change for larger checks. The firm 
assumes full responsibility for checks 
provided the manager pastes to the 
check a sticker which is filled out at 
the time the check is received. This 
idea was borrowed from a large depart- 
ment store and the chain plans to make 
some changes in the sticker. As now 
used, it is pasted close to the edge of 
the check and calls for the filling in of 
the following information: (1) Maker’s 
address; (2) endorser’s address; (3) 
identification; (4) sales-check; (5) de- 
partment and time number; (6) date; 
(7) signatures of section manager and 
floor superintendent. 

Chain B permits managers to cash 
bona fide payroll checks and to give 
change to any amount on such checks. 
Managers are relieved of all responsi- 
bility in connecti~n with bona fide pay- 
roll checks as the firm carries check in- 
surance. Managers may cash other 
checks for the amount of the purchase 
only, but on their own responsibility. 

Chain C finds it necessary to accept 
checks, but they are limited to the 
amount of the purchase. Managers are 
required to use their own judgment and 
to take proper identifications. If proper 
precautions are used, the manager is 
relieved of responsibility; otherwise, he 
has to make good. This firm reports 
that the number of bad checks received 
is negligible. 

Chain D operates on a cash and carry 
basis and managers are forbidden to 
accept checks under any conditions. 

Chain E does not permit its metro- 
politan stores to accept checks, but in 
smaller cities the managers are per- 
mitted to accept checks up to the 
amount of purchases, but on their own 
responsibility. 

Chain F does not favor the accep- 
tance of checks and the manager takes 
them entirely on his own responsibility. 

Chain G does not permit its mana- 
gers to accept checks unless the cus- 
tomer is known personally to the mana- 
ger. The manager must endorse the 
checks and he is held responsible. 

Posting of personal security is con- 
sidered by four chains as placing finan- 
cial burdens on managers, while three 
chains require managers to give se- 
curity as demonstrations of character 





[TURN TO PAGE 54, PLEASE] 
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Here are the Crucial Minutes 





.. whith the 


business paper 
helps to save 


“Mr. Smith,” calls the secretary. 

The first of a line of waiting sales- 

men, hurriedly collecting hat and 
sample case, enters the buyer’s office. 

A ground-glass door closes behind him. 
The other men shift, recross their legs and 
settle down to wait their turn. It won't be 
long now. 

And it won't! For the average time given 
to salesmen is brief —heart-breakingly brief, 
sometimes. In retail stores it varies between 
4 minutes in department stores and 21 min- 
utes in furniture stores, with an average for 
all lines of 12 minutes per interview. In in- 
dustrial concerns it is scarcely longer. 

Yet within those few minutes every actual 
sale must be consummated. Here, within the 
walls of one room, across one desk, and in the 
space of a few hundred seconds are focused 
the entire efforts of management, produc- 


tion, advertising— 
Ny o- 


to stand or fall on 
the result of per- 
THIS SYMBOL identifies an 
ABP paper ...It stands 


sonal salesmanship. 

Here are the cru- 

cial minutes when 
for honest, known, paid 

a man must sell. 
circulation ; straight-forward 
business methods, and edi- 
torial standards that insure 

reader interest... These are 


the factors that make a val- 
uable advertising medium. 








And because these selling minutes are so 
few, so precious, it is important to save them 
for actual selling, to free the hands of sales- 
men for the important work which can only 
be done face to face with the buyer. 

It is here that the business paper is of un- 
told value to the manufacturer. For it reaches 
in advance the man behind the ground-glass 
door. In its pages can be said beforehand 
everything that must be said as a preliminary 
to effective personal selling; to get introduc- 
tions and explanations out of the way; to 
create friendships and reputations; to clear 
the decks for twofisted selling. 

Because the business paper of today deals 
so authoritatively and constructively with 
the problems of its industry, profession or 
trade, it not only passes through the ground- 
glass door, but it is read, thoroughly and 
attentively, by the man who constitutes the 
manufacturer’s most important single objec- 
tive. His interest makes the business paper 
the key to saving crucial selling minutes. 


This publication is a member of the Associated Business Papers, Inc. 
...@ cooperative, non-profit organization of leading publications in the 
industrial, professional and merchandising fields, mutually pledged 
to uphold the highest editorial, journalistic and advertising standards. 


+ + + + + 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE NEW YORK CITY 
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WHERE TO BUY 


Dancing Sandals 
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Popular Aesthete San- 

dal in Faun and 

Gray suede. Also, 

— full line of danc- 
ing footwear 

and accessories. At once 
service. Send for catalog. 








Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 

Rec 


Lee Angeles, 
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WHERE TO BUY 


Shoe Ornaments 


oo 


SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 


THE 


REYNOLDS <@{{@> COMPANY 


7 Eddy Street 
Providence, Rhode Island 
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WHERE. TO BUY 
W ork Shoes 


1 Pere 


ASS 


Yi CHILDRENS _ 
~ FOOTWEAR 
IN STOCK 
Builds repeat business 
Free Style Booklet on Request 


il Main St, WILTON, MAINE 
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SS 
Gunter —— 
Moccasins 

[G H BASS & CO. 
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‘4 SALES OFFICE * 
82 Lincoln Street, Boston, Mass. 


Goodwill Shoes 


For Hard Servic e and | ongWear 








* Work and Service Shoes In Stock eS 


Golf Tournament Proved 
Big Success 


Boston, Mass. — Between 250 and 
300 members of the shoe and leather 
trade participated in the golf tourna- 
ment held on July 7, which proved one 
of the most pleasing of the major en- 
tertainment features planned in con- 
nection with the Boston Shoe and 
Leather Fair. During the afternoon, 
the Stetson Band played in the big re- 
ception room at the Woodland Golf 
Club in Auburndale and an orchestra 
composed of players from the same 
band entertained the men while at din- 
ner there later in the evening. Prizes 
with an estimated value of $1,500 were 
awarded. 

Among those who won prizes were 
the following: Dana Goodwin, A. V. 
Race, John Daly, R. Livingston, H. 
a, O. Bergquist, R. P. Barry, 

T. E. Graham, M. Neblock, M. San- 
ford, L. S. Morse, O. Vaught, S. Cush- 
ing, Tony Geuting, H. C. Hassell, L. 
Smoth, M. Metcalf, W. E. Wood, Gus 
Burque, William Eekler, Frank P 
Smith, M. L. Emerson, H. Silver, Leo 
Heyman, A. L. Morse, J. Finnegan, 
W. C. Roose, L. Hammond, S. Kohn, 
J. Conley, D. P. Sullivan, A. G. Smith, 
R. Weiler, W. J. Kennedy, R. Kingston, 
A. S. West, R. B. Parker, R. R. Hamil- 
ton, E. Rice, W. B. Hargraves, Frank 
Rapp, C. F. Shaw, J. W. Wolcott, Ben 
Rae, A. D. Knight, F. G. Thayer, H. L. 
Gilman, R. C. Rhodes, A. F. Jordan, 
Sam Stephens, W. H. Carey, W. J. 
Rose, C. H. Day, N. E. Beattie, John 
Dooley, A. J. Fish, Don Lawson, Carl 
F. Lawton, Lester Packard, J. E. Beck- 
with, John Filoon, L. K. Emerson, Bar- 
ney Driscool, C. S. Bred, Frank Dono- 
van, L. P. Gutterson, Fred Liberty, 
C. W. Davidson, S. M. Patterson, Chick 
Connelly, M. T. Tevlin, J. P. Windsor, 
G. F. Fallon, John McElaney, L. W. 
Neal, Ted Tewksbury, H. W. Mansur, 
L. E. Wright, T. F. Whalen, Ben Stone, 
S. K. Bruce, M. J. Landry, R. E. Erb, 
A. J. Chase, E. A. Hartz, H. E. Fla- 
herty, F. W. Dow, Rod Kilham, F. 
Carlson, W. M. Slattery, E. H. Cromp- 
ton, C. H. Merrow, Geo. Farber, B. H. 
Cort, Joe Schlesinger, R. C. Marshall, 
H. C. Geilick, J. F. Eldon, E. M. Jettes, 
A. M. Blake, R. A. Longmore, J. S. 
Kerrigan, I. E. Fink, Neal Wilcox, 
W. G. Fallon, S. C. Follansbee, M. R. 








Department Store Sales 
Off in June 


Washington, D. C.—Department 
store sales in June were 9 per 
cent smaller than in the corre- 
sponding month a year ago, ac- 
cording to preliminary reports 
made to the Federal reserve sys- 
tem by 490 stores located in lead- 
ing cities of all Federal reserve 
districts. 

Sales during the first half of 
this year were 4 per cent below 
the level of a year ago. 

The preliminary figures for 
June showed diminished volume 
in every Federal Reserve district, 
the decrease ranging from 3 per 
cent in the New York district to 
17 per cent in the Chicago dis- 
trict. The figures were gathered 
from 490 department stores. 











Katzenberg, J. T. Cochran, J. P. Maher, 
Frank Hecht. 

William H. Larkin, president of the 
New England Shoe and Leather Golf 
Association, was chairman of the com. 
mittee in charge of the tournament. 





George E. Woodcock Dead 


ROCHESTER, N. Y.—George E. Wood- 
cock, vice-president of Sherwood Shoe 
Company, died Sunday, aged 68 years, 
following nine weeks’ illness from 
heart trouble. The funeral was held 
Tuesday afternoon. 

Mr. Woodcock had been in failing 
health for nearly a year. He leaves his 
wife and one daughter, Mrs. Wiley 
Clifford. Mr. Woodcock was employed 
by W. H. Dunn in the tobacco business 
and in 1882, when the firm of Utz & 
Dunn was organized, he went with that 
concern in an executive capacity. In 
1901 he purchased an interest in the 
J. W. Jenkins Co., and when one year 
later that business was bought by 
Frederick A. Sherwood and the name 
was changed to the Sherwood Shoe (o., 
Mr. Woodeock was elected vice-presi- 
dent and appointed general manager. 

Mr. Woodcock was a 32d degree 
Scottish Rite Mason and a member of 
the Shrine, also a trustee of the Roch- 
ester Chamber of Commerce and a 
former director of the National Boot 
and Shoe Manufacturers Association. 





Pittsburgh Retailers and 
Travelers Hold Picnic 


PITTSBURGH. — The Pittsburgh Shoe 
Retailers and Pittsburgh Shoe Travel- 
ers Associations held a stag _ picnic 
Thursday, July 17, 1930, at Turners 
Grove, Perrysville, Pa. The features 
included a baseball game, Pittsburgh 
Shoe Retailers vs. Pittsburgh Shoe 
Travelers. The winner was presented 
with a silver loving cup. Other sports 
and games were on the program. 

The committee consisted of William 
Kuhl, general chairman; William Win- 
field, lunch; Benjamin Kline, sports; 
Sam Levin, baseball; William Laird, 
transportation; Albert Schmidt, enter- 
tainment; Joseph Newell, music; Bert 
Morrison, cards; Joseph Harris, repre- 
senting the Shoe Travelers. 





Chain Store Operation 
[CONTINUED FROM PAGE 52] 
and responsibility. In no case is any 
charge against the manager deducted 
from this cash security. 

Chain A formerly required every 
manager to post $250, mainly as a 
means of establishing his financial re- 
sponsibility. Investigation disclosed 
that this practice placed a burden on 
the shoulders of managers, especially 
those coming up from the ranks; that 
some men were disgruntled, and that it 
lessened the morale of the sales force. 
The practice, therefore, was abandoned. 

Chain B considers personal security 
an unnecessary burden on managers 
and does not require it. 

Chain C does not require managers to 
post personal security as they are men 
of long service who have worked up 
through the ranks and have established 
reputations. 

Chains D and E require managers to 
put up cash security on which the firms 
pay interest. 

Chain F does not require personal 





security. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


BOOT & SHOE 


recon ster, You Do Just That! 
Js Qily ~~ Insures Accuracy of Buying Judgment 


Black “If a $5 Gold Piece Falls Thru 
a ccliaaet . Cloth a Crack in the Floor”—is the 
- 4 CORDER Binder— title of our instruction brochure 


r © ; red imitation f. k . “ie 
PAILY SALE ) Sous ae or keeping stock records 


“CORD a . Supplied with each order for 
RECOR pores penoreiedl the Stock Record System. 








STOCK 


























One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 


Shoes on hand, on order, due, returns, 
= t= transfers in or out from branch 
etn | stores— 
FOR GROUP OWNED STORES 
—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
neconoe STerony OA tu b—\ with style and sale trend. These 
¢ | three forms are illustrated and are 
supplied 




















50 Sheets—$3.00 
10 Sheete—$1.00 


(minimum order) 
Each fits the STOCK RECORD loose 
leaf binder. 





Black Cloth Binder—11%4” x 13%” 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $Q .50 


West of Denver, $9.00 
Canada and Foreign, $9.50 


(iecssiet] The Recorder Stock and Daily Sales Record Helps 





+—+—+—} 
, . 7 , 
4} —+-— 
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| | \- 


ma 
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2 \ | ie | 

ip In |n |e |e le |> |B | | 

a | $— . 
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j 


| —_—— Tet Above, not including 
ieee eee CARTON TICKETS, $6.00 
1 West of Denver, $6.50 
(New Revised Fifth Edition) = apadiy ap oan. 200 please 
De Luxe Flexible Binder with gold embossed name 
shield— illustrated above at top—supplied in place 
of Black Cloth Binder at $1.25 extra. 




















Shoe Carton Tickets 


60c. per 100; $1.50 for 500; $2.50 for 1000. 
Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


1334 REPUBLIC BLDG. CHICAGO, ILLINOIS 











BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, July 19, 1930 











WHERE TO BUY 
Ballet Slippers 








‘Suaath 







Rights and Lefts 
Two Grades 
S30 gras $140 
1:35 1:30 | 1.35 wM. 
s 
In Stock oMiTH 
135 West Monroe 





Chicago, IIL 








NEW HARD 4 
r 


* KENDALL TOE BALLET ie 


BALLET SLIPPERS =o 
IN STOCK 4 


Orders filled 
day recewed 





Women’s Bik. Kid 
$2.65 






Misses’ .....06 -60 
Children’s ..... 2.55 
White on order. 2.65 
Satin on order.. 2.80 


SEND FOR CIRCULAR DEPT. C 


% KENDALL SHOE COMPANY ow 
HAVERHILL, MASS. 




















. Soft Toe 
7 , Turn 
Ballets 
Black Kid 
Expertly Designed Misses & 
Women’s Children’s 
In No. 100—Regular ...... $1.50 $1.40 
Stock No. 500—Buck Sole.... 2.00 1.90 


H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicago 


, 


BLACK KID BALLET SLIPPERS 
MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
dp EEE: 
Prices Slightly Higher 


Brooks Shoe Mfg. Co 
Philadelpbis— 
Gwanson and Ritner Sts. 


Los Angeles—1162 6o. Hill 8. 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
~147 Duane Street, 
New York City 















STOCK 








Do You Know? 


August’s Calendar 


[CONTINUED FROM PAGE 28] 


should feature the same theme, with 
all the emphasis on popular price num- 
bers, because these are the shoes that 
will sell best now. Your advertising 
slide in the local “movie” should be 
changed to talk “Fall,” too. 


23. Saturday 

A book of tickets good for free 
“shines” with every purchase today 
will be a surprise feature customers 
will like. You can probably arrange 
with some local shoe shining stand to 
give you a bargain rate if you do not 
have a shoe shining stand in your own 
store. 


25. Monday 


Put in School Shoe Week windows 
first thing this morning. A giant size 
September calendar with the school 
opening day in red makes a splendidly 
effective background for such a win- 
dow. 


26. Tuesday 


If you have a daily newspaper you 
should have an ad every day this week 
on School Shoes, using large space 
twice and smaller ads the other days. 
Use the telephone to call up regular 
customers where you know there are 
children to remind them of your spe- 
cial selling. 


27. Wednesday 

Next Monday is Labor Day and 
probably you will close. If it is a holi- 
day in your town you should have a 
style window in for the rest of this 
week featuring “New Fall Footwear 
for the Labor Day Holiday.” 


28. Thursday 

Today would be a good day to sit 
down and map out your Fall advertising 
plans. How much are you going to 
spend each month. How are you go- 
ing to spend it. You ought to have a 
complete program outlined for the last 
4 months of the year. 


29. Friday 

There should be a _ big ad on 
SCHOOL SHOE WEEK tonight for 
tomorrow's selling and another sepa- 
rate ad on Fall Styles suggesting new 
shoes for the holiday. The windows 
should be freshened up for Saturday’s 
selling, too, with possibly a few good 
“Window leaders” for the day. 


30. Saturday 

In connection with your school shoe 
selling have some special window fea- 
ture for today—a guessing contest, or 
something of the sort with an attrac- 
tive prize or two. Change the windows 
tonight, putting in a Fall Styles trim, 














for over the holiday. 
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What They Bought in Boston 


[CONTINUED FROM PAGE 23] 


ever in Boston for a similar purpose, 
we feel that our Eleventh Annual Bos. 
ton Shoe and Leather Fair has been a 
genuine success from every angle. 

“The placing of orders on the part 
of retail and wholesale merchants has 
been fully as satisfactory as could 
have been expected in view of existing 
conditions in the shoe and leather in- 
dustry, and without a doubt the 1930 
fair has given a real impulse to the 
New England shoe business. 

“In fact, the trend of the distribut- 
ing department of the trade toward 
New England has been very noticeable, 
and we seem to have here everything 
that footwear merchants require both 
as to grade and style. In short, New 
England as a shoe manufacturing cen- 
ter continues in the leadership it has 
always held. 

“Our official style showing on the 
runway, with its conservative and 
practical footwear suggestions for the 
coming season, made a most favorable 
impression on our visitors. This year’s 
fair, moreover, was our association’s 
contribution to the Massachusetts Bay 
Colony Tercentenary celebration, and 
we feel that it was a worthwhile offer- 
ing. This applies particularly to the 
striking series of historical tableaux 
depicting the five distinct periods of 
American shoemaking and which was 
so attractively presented. This feature 
of our show was acclaimed by all who 
saw it. 

“The attendance at the fair was one 
of the largest since the enterprise was 
inaugurated, and we were unable to ac- 
commodate all who wished to see the 
style revue and pictures. It was also 
impossible to take care of applicants 
for sample room space. 

“It should not be overlooked that our 
Boston Shoe and Leather Fair is con- 
ducted on the basis of no profits to the 
stockholders, who are members of the 
New England Shoe and Leather Asso- 
ciation, and that it is a purely coop- 
erative New England enterprise for the 
benefit of the allied shoe and leather 
industries of this section.” 





White Kid and Linens Strong 
in Mid-West 


Des MOINES, Iowa (UTPS)—White 
kid and linen shoes lead summer foot- 
wear business now and have been for 
the past three weeks, according to John 
Corcoran, buyer for the Sol Panor Shoe 
Stores, Inc., with headquarters in Des 
Moines. 

“The white season is stronger even 
that that of last year, and while it 
was somewhat slow in reaching its pre- 
dicted great volume here, the past three 
weeks have vindicated efforts of all 
the shoe dealers in this regard,” he 
declared. 

Practically all the linen shoes han- 
dled by the Panor stores are being 
dyed, hundreds of these being sold by 
individual stores every week. The idea 
of having light summer shoes to match 
pastel frocks has gone over big in this 
section. 

At the recent gathering in Des 
Moines of 22 managers of the Panor 
stores, ten lines of shoes for their 
August selling were selected. Mr. Cor- 
coran presided. 
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WHERE TO BUY 
Spats 





a 


Pccuee 


GREATEST SPAT LINE 
OF THE INDUSTRY 
Tailored just a little mm but priced considera 


IMPERIAL SPAT MFC 


IDEAL 


Spats and Shoe 
Ornaments Create 
Customers and 
Confidence 
We are the oldest 
mfgrs. of spats and 
rhinestone shoe orna- 





MANOLIS MFG. CO. 
4348 Ne. Crawford Ave. 
Chieage, iil. 











Standare 
A Ss 


s 4 


The world’s finest spat 







cards, newspaper mats, 
a handsome box. 
4 Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1930 
§. Rauh & Co., 650 Sixth Ave., New York 
————————— 


Chicago Shoe Stores Feature 
Sales 


[CONTINUED FROM PAGE 39] 


of the prolonged tariff controversy and 
the sharp decline in commodity prices, 
according to the July bulletin of the 
National Association of Credit Men. 
Regardless of whatever imperfections 
the new tariff schedules may contain, 
the end of the long uncertainty over 
rates cannot fail to have a stabilizing 
effect. 

Practically all large Chicago shoe 
merchants are now in the midst of 
mid-summer sales. White kid, calf and 
linen still enjoy the utmost popularity 
for all classes of wear. They are 
shown with elk, shantung, silk kid, pat- 
ent and satin vamps and trims. Beige 
is a good seller in various combinations, 
and linen shoes, pastel-tinted to match 
summer frocks, are adding many ex- 
tra pair sales for progressive dealers. 
Patent is staging a noticeable come- 
back, and sandals are the popular 
beach mode this year. 





Buys Out Interest 


WarRREN, OHIO (UTPS)—Edwin A. 
Neal has purchased the interest of 
his partner in the retail shoe business 
of Kinnaman & Neal and will conduct 
business in the future under the name 
of the Neal Shoe Store. Mr. Neal has 
been in the shoe business 40 years. 
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An Infant Industry with a Big Future 


[CONTINUED FROM PAGE 27] 


In some of the factories all the coun- 
ters, heels and practically everything 
that goes into a shoe are made right 
there—meaning more employees natu- 
rally. Labor conditions are good—no 
trouble along those lines. Salesmen are 
employed by most of the factories, who 
travel Japan. The Chiyoda concern has 
16 men—nine of them out of the main 
office at Tokyo and seven of them work- 
ing out of a branch sales office in Osaka. 
They cover Korea and Formosa as well. 
The sample situation is not very com- 
plicated. About two shoes for the men’s 
line; one or two for the women’s and a 
couple for the children’s line. That con- 
stitutes the salesman’s sample line! Not 
so bad at all, and many of the United 
States salesmen will certainly wish they 
lived in Japan and sold shoes to the 
Japanese retailers. 

The Chiyoda Shoe Company has built 
up some nice business with a guarantee 
that really works—and a guarantee 
that it backs up 100 per,cent. The 
Japanese, always suspicious of machine- 
made shoes, must be given real values 
and shoes that wear, and they expect 
a lot of wear. The Chiyoda Shoe Com- 
pany has put a guarantee on their bet- 
ter shoes—those with chrome-tanned 
soles as follows: If the soles wear out 
in 83 months, any sort of wear, the en- 
tire shoes will be replaced, and if the 
soles wear out in 10 months, a com- 
plete new pair of soles will be put on 
free of charge! A printed guarantee 
goes with every pair of shoes leaving 
the factory—which is countersigned by 
the retailer to his customer and the 
customer returns this guarantee with 
the shoes for resoling. The consuming 
public of Japan has grown to know 
Chiyoda shoes and therefore the retail- 
ers are anxious to put in Chiyoda shoes 
with such a guarantee. It’s good ad- 
vertising that pays. A one-price policy 
has prevailed on Chiyoda shoes for 
several years—to the retailer and the 
retailer to the consumers. Sales are 
nearly unknown. The shoes are good 
on the shelves of the retailers until 
they are sold. Here is how the adver- 
tising is worked to the consumer by 
the Chiyoda concern: A scale of prices 
is shown. The men’s oxfords cost 6 
yen 70 sen ($3.35); resoling is shown 
at 2 yen 50 sen ($1.25)—in other 
words, the actual cost of a pair of 
those 6 yen 70 sen oxfords to the con- 
sumer is only 4 yen 20 sen and so on 
up the line of prices. 

There will be an increase of ma- 
chine-made shoes in Japan yearly; 
time and education will do the trick. 
With about 83,000,000 potential shoe 
consumers in Japan (including Korea 
and Formosa) 5,000,000 machine-made 
shoes annually will not go very far. 
Of course there is a large production 
of hand-made shoes in Japan, and no 
one can estimate the approximate num- 
ber made. The fact remains, however, 
that the majority of the men and wo- 
men stick to the old “geta” and “tabi,” 
and only education and the manufac- 
turing of a cheap shoe by modern ma- 
chine methods within the reach of the 
average man’s pocketbook will cha.'ge 
the “geta” and “tabi” into shoes. 

There is also some hesitation at 
present by wearers of shoes as to buy- 
ing machine-made footwear, as_ the 
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hand-makers are running down ma- 
chine-made shoes whenever possible. 
It may be ten years before the ma- 
jority of Japanese take to shoes—but 
the future possibilities for shoe manu- 
facturing in Japan are good. It takes 
a lot of money to start business in 
Japan, as all machinery must be 
bought outright for cash. Thus fac- 
tories will not spring up very fast in 
the immediate future. But it is com- 
ing, and it cannot be stopped. The 
Japanese will certainly wear shoes 
eventually, as few races are more 
quick to adopt new ideas once they are 
convinced that the innovation is really 
to their advantage. 





Bandits Hold Up Store 


SAN FRANCISCO, CAL. (UTPS)— 
Gallenkamp’s Shoe Store at 714 Mar- 
ket Street was held up by two un- 
masked bandits just before 5 o’clock on 
June 30, with thousands of pedestrians 
passing the front doors at Fourth and 
Market. With drawn revolvers, they 
ordered James Foley, store manager, 
and the two clerks into the stock room 
in the back and took $92.75 from the 
cash register. Both well dressed, they 
were quickly lost in the Market Street 
throngs. The one customer in the 
store was permitted to remain seated 
and was not molested. 
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WHERE TO BUY 


Shoe Fitting Devices 
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BETTER SHOE FITTING 
WITH THE 
BRANNOCK SCIENTIFIC 
FOOT-MEASURE 
Saves Sales—Makes Good Fitting Easy 


THE BRANNOCK DEVICE 
321 S. Salina Street, SYRACUSE, N.Y. 
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WHERE TO BUY 
Modern Display Fixtures 


C6 eee 








Personalized Service 


Solid Genuine Bronze 
Frame; Better grade 
mirror cushioned In live 
rubber; undersiung bronze 
legs; back—Mother of 
Pearl patterns in varied 
colors. 
Price $14.50 
Permanent Display 
Los Angeles 


Dieplay fietures in glass, 


carved glass, wrought iron, 
bronee, Chrome steel chairs 
and fitting stools — floor 
mirrors. 








METAL ARTCRAFT 


FIXTURE CO., Inc. 
418 W. 41 St. NEW YORK V4 


















Notice who wear them! 


The Executive 


WEARS UNITED CUSHION 
HEELS 


, | = i i 
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PRESTIGE... 


CUSHION 
HEEL 


on the finest shoes 


This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 
construction and clean un- 
broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


Look for the 


ee D” 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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PULL WINDO 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with a colorful set of display cards timed each 





month to meet his window trim requirements. Make your “‘bait’’ attractive! 


Window displays without cards are similar to holding a shoe in your hand before the cus 
tomer, but saying no word about its Quality, Style, or Fit. Don’t fish with an empty hook! 
We save you time in making your price tags. 


price tags each month to match the display card sales messages. 


FREE PRICE TICKETS 


are supplied with our monthly window card service. 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 


prices imprinted—50c per month additional) . 





Neat price tag for July is 13%4” wide 1%” high on heavy 
card board, ivory color, black figures 1 doz., 15c; 6 doz., 


85c.; 12 doz., $1.50; 24 doz., $2.50. 
(Check with order please) 
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are arriving / 
May we show you What 
is to be in Vogue this 
sprin ? 


























Above shows our modernistic card holders, 
gold with black trim (3-color festoon base 
between frame and plateau); enhance the 
beauty of your window cards—harmonize 
with the finest of window display fixtures 





























NOW READY 
JULY CARDS 


(3 Colors—Ivory—Green—Black) 


60%. 


(Either with or without text) 


SINGLE SHOW 
CARDS 





Check With Order, 






Monthly card subscribers are supplied with 


We supply with monthly service No. 1 and 2 


Special Offer—for Clearance 


Broken lots of 2 color price tags from several preceding months 
tickets—64 prices to select from—while they last, 12 doz. $1.25. 
(Minimum order 12 doz.) Check with order, please. 










vACATION DAYS 


are here again/ 


Peppy Styles 
that will com- 
plete any 
summer 
costume 


—_~<—— 








Please 


the 


Select any subject below by number 






TEXT OF JULY CARDS 


Above illustrates one of 
July cards—dainty, 
colorful—ivory board, 
green and black art de- 
sign, text in black 





WOMEN’S: 





1—Sandals—cool, summery. Correct models etc. 


2—For your leisure hours— 


3—Fabric Slippers—very smart tinted to match your new frock. 
4—Dancing Slippers will complete your radiance— 


MEN’S: 


5—Golf! The game that requires good fitting shoes. We have them. 


6—Summer Weights. Cool—comfortable. 


GENERAL: 


7—Do you want smart-stepping, in-broke shoes? 


8—Your satisfaction is the keynote of our success— 
9—Vacation Days are here again! Peppy styles— 


10—Check and double check these real values! 


11—Sale! Smart new shoes at worth-while savings! ‘ 
12—Sho-Sho! Complete your shoe wardrobe at unusual’ saving. 


CHILDREN: 
13—Summer Styles for “Young America.” 


HOSIERY: 
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14—Fancy mesh hose—in lisle and silk. Lovely for summer wear. 


























Service 














No. 1 

k! $= 00 

th 5 
Monthly additional). 
Service 

2 No. 2 8 cards 

ed $ 4° 100 blank price tickets 

4 card holders 

. Monthly 

5. 

1 







“Store Window Bulletin”’ 


offers merchandising and display suggestions 
each month. 







Special Cards 


to meet some individual store need. 


Additional Card Holders 


supplied at nominal charge. 













3-Color 
Attractive 
Hand-Lettered 
Price Ticket 


Actual size, blue and 
reddish brown design, 
black figures—80 dif- 
ferent prices. 
69c to $17.50 
25c per dozen 
6 doz.— $1.25 
12 doz.— $2.25 
24 doz.—$4.00 














Check with Order, Please 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago 
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HOPPERS IN 


12 hand designed cards each month, each with different sales mes- 
sages, printed in attractive colors, size 7 x 12 inches; with 100 





Added Features 


blank price tickets to harmonize with service cards each month (or 
with prices imprinted, selection of prices as wanted, 50c. per month 
Also 6 card holders with first month's service. 


Service 

No. 3 6 cards 

$300 50 blank price tickets 
2 card holders 


Monthly 


Exchange of Cards 
The privilege of exchange of current month’s 
cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 
which better cover their merchandising program. 


COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, Ii. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards, each month and 
art card holders, with the first month’s 
service, beginning with cards for July for 
which we will pay $ per year, payable 
$ per month. 

For cash in advance full year’s service, 5% dis- 
count. 

(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 


hosiery. (Cross out lines not carried.) 
Printed Price Tickets:— 


























$ $ $ $ $ -— 
Store Name 

Owner ...... undersonveen 
A ee ee Ser ne eee eer ry 
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SALESMEN WANTED SALESMEN WANTED tailin 
9th S 
WAN 
mz 
SALESMEN WANTED WANTED teres 
HONOLULU 907 
in the following territories to carry Experienced salesmen to handle on 79th ‘ 
fast line of women’s sports and pete yA + ean Proc- 
arch supports retailing from $3.00 C86 GAG WE BFCH SOOTWERE TOF WO- m , 
to $4.00. Complete line arch shoes men retailing at $4.00 and $5.00. For sale: Old established goo aati 
in stock. Commission basis 6%, Territories Open ) 
payable monthly. Alabama, Mis- 1. W. Mass., Vermont and New grade shoe store. Best loca 
sissippi, Louisiana—Ohio, parts of H shire. ° ° r — 
Kentucky, West Virginia—Illinois, pematin anes Cah tion in Honolulu. New lea 
Indiana — Nebraska, North and 2. Oregon an ashington. - AL 
South Dakota—Kansas, Missouri— 3. Kentucky and Tennessee. stock and fixtures. So 
Symone, New meee Colorado, 4. S. Carolina and Georgia. ing a 
ah, yoming, ‘ashington, Ore- Pecaier Estat 
gon, Montana, Idaho—California, 5. Illinois (NOT CHICAGO). i Trust Co., Ltd. Boot 
Nevada—tTexas. Address 8-913, 6. Colorado. Bishop 7 New 
care Boot and Shoe Recorder, 239 . " Honolulu 
W. 39th St., New York, N. Y. THE TILL SHOE COMPANY 
OWEGO, NEW YORK — 
7 
ALESMEN wanted to carry a complete line 
WANTED of spats — shoe as 2 sideline. — 
Salesmen on liberal commission basis te Manolis Manufacturing Co., 4248 No. Craw- : 
sell our growing girls’ shoes, popular ford Ave., Chicago, IIl. SHOE WORKERS 
prices in two grades. May be carried AND 
with women's line. Income will pay \LESMAN WANTED { Ohi Welt ] 
your expenses. State territery covered sESMA or 10. elts, - 
also principal line, in coulidence. A@- SAtiieve Stitchdowns, Leggings. All styles MANUFACTURERS 
dress B-915, care Boot and Shoe in stock. Must reside on territory and travel We have left a very limited num- 
Recorder, 39 State St., Roches- by auto. Hagerstown Shoe & Legging Co., ber of The Brooklyn Schoo! of 
ter, N. Y. Hagerstown, Md. Shoe Designing's “MODERN 
COURSE IN MODEL CUTTING 
salad — : , SHOE DESIGNING AND PAT- 
WANTED—SALESMEN. See our display TERN EFFICIENCY” which — 
ALESMEN to sell in stock line of McKay Y ad, page 41, this issue. Juvenile Shoe will sell at $4.85 per copy. Over 
novelties. Commissions paid weekly. State Corporation, Aurora, Mo. 2000 were sold at $12.50. — 
References in application. Address B-899, care oe This is the official textbook of T 
Boot & Shoe Recorder, 239 West 39th Street, N. Y. Shoe Manufacturers’ Board 
New York, N. Y. ANTED—Salesmen calling on Jobbers, De- of Trade School. We would advis 
= partment and Ckain Stores for up-to-the- those interested to act before the 
minute Puritan Welt line of twelve to fifteen supply is permanently exhausted 
S. ZULICK & CO., ORWIGSBURG, PA., samples. Commission basis only. Address , . SACKER 
* have several choice territories open for men Century Shoe Co., Inc., Macungie, Pa. 162 W. 34th St., New York City 
with established trade needing a side line of : 
Children’s shoes. Compo and Puritan Welts 
in stock. Commission only. Apply only if you ALESMEN—With large retail following— 
can furnish reference from house for whom outstanding line shoe ornaments—commis- = 
now working. sion basis. Good momeyenae for ag 6 Yo 
state experience and references. Address al 
B-914, care Boot & Shoe Recorder, 239 West FOR RENT 
ALESMAN with established trade to cover 39th Street, New York, N. Y 
os of ames with a —_ known line of 
stitchdown shoes on a strictly commission basis. XCELLENT opportunity for a shoe stor 
State full particulars in first letter. Address E men’s furnishing in a suburban growing 
B-903, care Boot & Shoe Recorder, 239 West FOR SALE town near New York. Population 4500. Must 
39th Street, New York, N. Y. act quick. Address B-912, care Boot & Shoe 
: Recorder, 239 West 39th Street, New 
MACHINERY FOR SALE—One_ United m.: &. 
DESIRABL .E territories open for gpesttqneed Shoe Machine Corp. power marking ma- a 
Salesmen to carry our line of High Grade chine Model A. Four wheels of figures and six : 
Turns and Goodyear Welt Juvenile Shoes. of letters. Less than two years old and in_use OR RENT at Kingston, N. Y., wonderful - 
Highest Commission paid. Fall Samples ready. now. Price $210. Address B-888, care Boot location for shoes, next. to largest depart- 
Write full particulars. Staud Shoe Corpora- Shoe Recorder, 239 West 39th Street, New ment store, rent low to good tenant. Walter 
tion, Rochester, N. Y. York, N. Y. H. Ostrander. =< 
o *,* . ” . . . . . . I 
The rate for “Position and Lines Want advertisements is 4 cents per word for all undisplayed advertisements. Mini- i 
num charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When : 
a box number is desired twelve words should be added for the address. In all other cases each word of the address should f 
be counted. é 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. } 
Classified advertising is payable in advance. t 
8 Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 
I 
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POSITION WANTED 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





EXPERIENCED salesman, single, college 
graduate, best references, desires to affiliate 
immediately with women’s popular priced Mc- 
Kay manufacturer for New England States. 
Address B-908, care of Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 





POSITION WANTED—Buyer and manager 
of men’s, women’s and children’s shoes. 
Thirty-eight years of age. Fifteen years of 
experience. Now living in Oakland, California. 
Would like to connect with progressive shoe 
store or department where thorough knowledge 
of the shoe business and efficiency will count. 
California, Oregon, or Washington preferred. 
Address B-910, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


OSITION WANTED—As buyer and mana- 

ger of retail store or shoe department, mar- 
ried man, age 32, with twelve years of _success- 
ful experience and proven ability. Excellent 
character and pleasing personality, good style 
man and window trimmer, a progressive, capa- 
le merchandiser thoroughly versed on modern 
retailing methods. Best references. Address 
B-909, care Boot & Shoe Recorder, 239 West 
9th Street, New York, N. Y. 


WANTED POSITION: Experienced shoe 

man as buyer, manager, or will purchase 
interest in going establishment. Now connected 
with large exclusive shoe store. Address 
B-907, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 














LINE WANTED 





SALESMAN traveling Virginia, North and 

South Carolina, Georgia, Florida. Consider- 
ing a change. Fourteen years in this territory. 
Established accounts. Address B-911, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phone Spring 1443 








We are open to 


BUY FOR CASH 


retail stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired teases assumed 


POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 0352 








We will pay the best price for 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. Leases assumed. 
Phone - Write - Call 


All matters strictly confidential. 
I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Est. 1880 














BUSINESS OPPORTUNITY 





WOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 
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Pouty, Cur 


price tickets, 


TILTS ATANY ANGLE 


$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
216 Holland Bidg. St. Louis, Mo. 














Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Rol) 
Paper, etc., in Season 
Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Eatablished 1903 New York 











POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on en 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves conveni 
ently. 
They last a lifetime 
and 

Are made in any style, 
shape or size to fit any 
kind of shelving. 

Write for general catalog 
and let us suggest the 
"| best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 





Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artifielal Flowers, Vases, Window 
Paintings, 


Seones, Velour apers, 
ap B » wo Borders, 
Papers, Puffing, Foils, Flitters, Valenees, Orap- 
ater rass Mats. Send fer Faney 
Paper Booklet. Price Tickets. 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 








VENUS FOOT APPLIANCES 
VENUS ARCHES 
VENUS ARCH SUPPORTS 
Buerything for the feet. 
Anderson Endrea Foot Appliance Co., not Inc. 


Security Buliding, Madison & Wells Sts. 
CHICAGO, Iilinols 








STEEL ADVERTISING 
COMMODITIES for 


GOOD WILL 
CREATING 


Button Hoeks 
Boot Hooks 
Shee Horns 


Put Back (soap- 
stone) Shakers 


Window Reachers 
Window Hooks 





“seh hat ray 

J. L. SOMMER MFG. CO. ty 
NEWARK NEW JERSEY 

LARGEST MANUFACTURERS IN THE WORLD 




















2 — 
WINDOW 


IDISPLAY FIXTURES 


‘made by 
EGALLE SONS | 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG, 
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ESTABLISHED 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 


a = a*Ots2 rn 
2e}-27) LEXINCTON AVE , BRODKLYN.NY¥ 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 





SHOE 
7 .N =) 


The DISTINCTIVE and 


PERMANENT MARK 
9 


E.H.KLUGE 
WEAVING CO. 


33-39 wW 34k) ST N.Y.C. 
None WISCONSIN 8130 




















NEW YORK’S NEW 


HOTEL °" 


MERCHANTS’ NEEDS __ 








ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in. New York at the Hotel Lincoln. 


1400 Rooms 


For 
One 


Telephone Lackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


Each with Bath 
and Shower 


$4.7 


livery of the 
Lexicon. Th 


For 
Two 


239 West 39th 








___ MERCHANTS’ NEEDS _ 





New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once de- 


new and revised Shoe and Leather 
is handy book of the trade is in its 


sixth edition, over 100,000 copies now in use. 
Price 50 cents. 
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HOTELS 

















THE HECHT FIXTURE CO. 
288 South Wells %. 
CHICAGO 


This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 
Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 


Send for Samples 
Window Fabrics 
and Valances 


Everything im Fix- 
tures 








Wholesalers’ Association 
Elects Henry Bell, Jr. 


Boston, Mass.—The Executive Com- 
mittee of the National Association of 
Shoe Wholesalers held a meeting at 
Hotel Statler, last Tuesday evening, in 
connection with the Annual Boston Shoe 
and Leather Fair, and elected Henry 
Bell, Jr., of Bell, Walt & Co., Philadel- 
ee president to fill the vacancy caused 

y the recent death of President O. D. 
McGrew of Parkersburg, W. Va. Vice- 
president Ralph B. Jones of Boston pre- 
sided over the meeting, which was at- 
attended by members from the South 
and West and New England. 

The annual meeting of the Associa- 
tion will be held in New York, October 
15, at the time of the semi-annual shoe 
style conference. 





New Shoe Factory for 
Rochester 


ROCHESTER N. Y.—Papers of incor- 
poration of the Rochester Shoe Manu- 
facturing Co., Inc., 49 Vienna Street, 
have been received from Albany. The 
product will be growing girls’ shoes 
exclusively. Salesmen will start in 
August. The officers are: President, 
Askel Aronov; vice-president, Joseph 
Goldstein; secretary and _ treasurer, 
Philip Aronov. These men also operate 
the Rochester Shoe Fitting Co., estab- 
lished a number of years ago. 


Bonwit Teller Shoe Depart- 
ment Plans 


NEW YorK.— Bonwit Teller & Co. 
has announced that Jack Rogers, who 
will be the buyer of the new shoe de- 
partment which this store intends to 
open when it moves to 56th Street in 
the early fall, will have as his purchas- 
ing assistant, Miss Ruth Reifer, for- 
merly with La Valle, Inc. 

Miss Reifer has been connected with 
her former employers for a period of 
three years, as a stylist. 


Jack Best Goes with Beck 


BALTIMORE, Mp.—Jack Best, former- 
ly manager of Hahn’s F Street or 
Woman’s Shoe Shop, of Washington, 

C., is now a manager of the Balti- 
more, Md., branch of the A. S. Beck 
shoe concern, recently opened in the 
Monumental city at 20 West Lexington 
Street. 

Mr. Best had: been identified with 
the retail shoe field of the nation’s 
capital for a number of years prior to 
assuming the managership of the F 
Street store, the best and most exclu- 
sive of the Hahn shoe store group of 
that city. In his new position as man- 
ager of the local Beck shoe shop, Mr. 
Best has under his supervision one of 
the most modern and beautiful exclu- 
sive popular priced women’s’ shoe 
shops in the city. 


64 





Hospitality 


The Hotel Sinton is famed 
for its friendly, comfortable, 
home-like atmosphere. New- 
ly remodeled, beautifully 
furnished. Every modern 
convenience. Bath and ser- 
vidor in every room. Five 
convenient dining rooms. 
Most desirable location. 125 
sample rooms—the best in 
the country! 


otel Sinton 


Cincinnati's Finest Hotel 


John 6. Horgan 











MANAGING DIRECTOR 





Lightning Does Damage in 
Rochester 


ROCHESTER, N. Y.—A bolt of light- 
ning during a severe storm shortly be- 
fore noon last Wednesday caused much 
excitement and damage estimated at 
$30,000 in Rochester’s leather district 
on Mill Street. The big chimney on 
the north side of the Taylor building, 
occupied on the ground floor by the 
United Shoe Machinery Corp., and on 
the three upper floors by Morton & 
Son, counter manufacturers, was 
struck and particles of bricks and mor- 
tar flew in all directions. In addition 
the north brick wall was badly dam- 
aged and a large section of the roof 
was torn off. 

Opposite the Taylor building on Mill 
Street is a five-story building occupied 
by Howe & Rogers, furniture dealers. 
The bombardment of bricks broke 
every window facing Mill Street in 
that building. 
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Latest Reports of New Stores, > 
Failures, Embarrassments and \ 
Bankruptcy Proceedings 4 

> 








Business Changes 


ARKANSAS—Little Rock—Earl W. Smith; 

boots and shoes; succeeded by Bottom Dollar, 
ne. 

GEORGIA — Savannah — Adler 
wholesale boots and_ shoes; 
tinued business. 

ILLINOIS—Chicago—Joseph Svec (4015 W. 
26th St.); boots and shoes; succeeded by Sam 
Weintraub. 

Marshall—Booth & Handy; boots and shoes; 
partnership dissolved; succeeded by Sol Handy. 

Kewanee—Meyers Bros.; boots, shoes, etc.; 
reported selling or sold out. 
ae Wayne — Butler Clo. Co.; 

ts, shoes, .; ine. i i 
bootes etc inc. authorized capi 

MASSACHUSETTS—Boston — Marshall Shoe 
Store; boots and shoes; business certificate filed 
by Dominick Musto and Dominick Carpinelli. 

Westheimer Shoe Co.; wholesale boots and 
shoes; reported liquidating. 

Marblehead—Minerva Shoe Co.; 
turers recently incorporated. 

NEW JERSEY—Perth Amboy—Adolph P. 
Levy; boots, shoes, etc.; sold or closed out busi- 
ness. 

NEW YORK—Brooklyn—Markell Sh Co. 
im and shoes; inc. authorized capital 


Shoe Co.; 
reported discon- 


manufac- 


Mayer Shoe Co., Inc.; boots and shoes; inc. 
authorized capital $20,000. 

Miller-Radeschi, Inc.; boots and shoes; inc. 
authorized capital $10,000. 

Premier Shoe Co., Inc. (808 Driggs Ave.) ; 
manufacturers; moving to 44th Ave. and Sec- 
ond Ave., Long Island City. 

New York City—The Genuine Dr. 
Shoe Co., Inc. (158 Duane St.); 
shoes; reported selling or sold out. 

Poughkeepsie — New York Sample Shop of 
Poughkeepsie, Inc.; boots, shoes, etc.; inc. au- 
thorized capital $5,000. 

Syracuse (also Poughkeepsie)—L. Slepyan & 
Sons boots and shoes; being reorganized. 
OHIO — Barberton — Harry’ Beyer; 

shoes, etc.; removed to Akron O. 

Columbus—Gilbert Shoe Co.; boots and shoes; 
recently incorporated. 

PENNSYLVANIA — Berlin — L. Gross (“LG 
Store’); boots, shoes, etc.; removed to 112 
Broad St., Johnstown, Pa. 

Philadelphia—Standard Shoe Co.; manufac- 
turers; inc. authorized capita] $15,000. 

Williamsport—Annette Shoes, Inc.; boots and 
shoes, etc.; inc. authorized capital $10,000. 

TEXAS—Hillsboro—Hill Dry Goods Co., boots, 
shoes, etc.; inc. authorized capital $10,000. 

WISCONSIN—Wausau—J. Fried! (The Boot- 
oi boots, shoes, etc.; succeeded by Ben 

riedl. 


Pilzer’s 
wholesale 


boots, 








Failures, Embarrassments, Etc. 


CALIFORNIA—Downey—Harry Dorfman ; 
boots, shoes, etc.; reported assigned. 
Fresno—Henry Dermer; boots, shoes, etc.; 


reported receiver appointed. 

Ventura—R. G. Dooley Co. (R. G. Dooley); 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

COLORADO—Pueblo—E. I. Spiro; boots, shoes, 
etc.; reported petition in bankruptcy. 

FLORIDA — Gainesville— Cooke Shoe Co.; 
boots and shoes; reported petition in bank- 
ruptcy. 

LOUISIANA—Shreveport—Joseph Goldberg; 


boots and shoes; reported petition in bank- 
ruptcy. 

_MARYLAND — Dundalk — Samuel Schreiber 
(“Young Men’s Shop’’); boots, shoes, etc.; re- 


ported petition 
ceiver appointed. 

MASSACHUSETTS — Foss 
Summer St.); 


in bankruptcy; reported re- 
Shoes, Inc. (108 
} boots and shoes; reported as- 
signed. 


Westfield—Muriel Bornstein (Modern Shoe 
Store); boots and shoes; reported assigned. 

MISSOURI—St. Louis—Morris Swartz, (1514 
Ss. Broadway) ; boots and shoes; reported peti- 
tion in bankruptcy. 

NEW HAMPSHIRE—Dover—J. S. Madian 
Shoe Co.; manufacturers; reported petition in 
bankruptcy. 


NEW YORK—Brooklyn—Thomas D. Mackey 


Co., Inc.; manufacturers; reported creditors’ 
committee appointed. 

Mount Vernon—Joseph Ravit; 
shoes; reported receiver appointed. 

New York City—William Goldstein Shoes, 
Inc.; boots and shoes; reported assigned. 

S & K Shoe Stores, Inc. (484 Lenox Avenue) ; 
boots and shoes; reported assigned. 

Landow & Horowitz (101 Rivington St.); 
boots and shoes; reported petition in bank- 
ruptcy. 

Hyman Schulder (481 Claremont Parkway) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

OHIO—Niles—Charles Jordan; boots, shoes, 
etc. ; reported petition in bankruptcy. 

arren—John Nicodine; boots, shoes, etc. ; 
reported petition in bankruptcy. 

OKLAHOMA—Muskogee—Regional W. Reeves 
(“Reeves Shoe Store’); boots and shoes; re- 
ported petition in bankruptcy. 

PENNSYLVANIA—Macungie—Century Shoe 
Co., Inc.; manufacturers; reported offering to 
compromise at 25 per cent. 

TEXAS—Abilene—R. H. Gambill; boots and 
shoes; reported petition in bankruptcy. 

Baird—W. D. Boydston (Baird Cash Dry 
Goods) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

VERMONT—Fair Haven—Max Kolodny ; boots, 
shoes, etc.; reported offering to compromise at 
11% per cent. 


boots and 





New Shoe Dealers 


, Cold Brook, N. Y.—J. C. Carperter & Sons, 
ne. 


Bristol, Pa.—Wm. Levinson, 127 Mill St. 

Canandaigua, N. Y.—W. T. Grant Co., 100 
S. Main St. (Sept. 1). 

Corning, N. Y.—W. T. Grant Co., 11-13 W. 
Market St. 

Phillipsburg, Mont.—J. C. Penney Co. 

Kenosha, Wis.—Mullen’s Outlet Stores, Inc. 

Racine, Wis.—Fiebrich Shoe Co. 

Winston-Salem, N. C.—Modern Cash Stores, 


ne. 
Litchfield, I1].—L. W. Cline. 

Howard, S. D.—Raymond Johnson. 
Austin, Tex.—Lone Star Shoe Service, Inc. 
Biddeford, Me.—Vanity Shoe Stores, Inc. 
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New York, N. 
Kings. 

New York, N. Y.—Markell Shoe Co., Inc., 
Kings. 

Kankakee, Ill.—Mode Shoes of Kankakee, 138 
S. East Ave. 

Cornesville, Tenn.—N. T. Bobo. 

Centerville, S. D.—H. H. Johnson. 

New York, N. Y.—Manny’s Shoe Shop, 101 
Rivington St. 

New York, N. Y.—Miller-Radeschi, Inc. 

Greenville, Tex.—Isaac Abrahamson. 

La Crosse, Wis.—Fashion Boot Shop, Inc. 

Dyer, Tenn.—Cunningham & Flowers. 

Gannelton, Ind.—Joseph Miller. 

Lubbock, Tex.—Joseph Safady, 
way. 


Y.—Mayer Shoe Co., Inc., 


917 Broad- 


65 


Fall River, Kan.—H. H. Marcey. 
Johnson, Kan.—Gray & Rorel. 
Dallas, Tex.—Ray Gupton, 1809 Elm St. 
Des Moines, lowa—Ben Mark, 608 Walnut St. 
Harpers Ferry, W. Va.—Harry Wrentz. 
New York, N. Y.—Wm. Bernstein, Inc. 
Durham, N. C.—Roscoe Griffin Shoe Co., Inc. 
Clifton, N. J.—Arrow Shoe Stores, Inc., 229 
Parker Ave. 
Isleton, Cal.—Luna General Merchandise Co. 
Lodi, Cal.—Isao Okazaki. 
Hermiston, Ore.—H. L. Propst, Inc. 
Pickerell, Neb.—Noakes Bros. 
a, tae, Neb.—A. L. Linblad, 202 S. 18th 
t. 


Denison, Iowa—D. E. Geffen, Menagh Bldg. 
Des Moines, Ilowa—Cliff Gowens, 704 Locust 
t 


Vinton, Iowa—R. D. Meader. 

Duluth, Minn.—Leiser Company, 
Superior St. 

Harvey, N. D.—The Farmers Store. 

Odin, Minn.—S. E. Greene. 

Madison, S. D.—C. A. Champ. 

Granite Falls, Wash.—Wm. J. McFall. 

Ashland, Ore.—A. Bruton, 157 E. Main St. 

Portland, Ore.—Cinderella Shoe Co. 

Central Point, Ore.—H. F. Preabt. 

Portland, Ore.—Bob Toombs, 35th & Hender- 
son. 

Drain, Ore.—G. L. Perkins. 

Huntington, Ore.—C. F. Kear. 


24-26 W. 





Selby Directors Chosen 


PorRTSMOUTH, OHIO (UTPS)—The 
deferred election of directors of the 
Selby Shoe Co., which operates shoe 
making units in Portsmouth and Iron- 
ton, was held at the company’s office 
July 8. 

Two new directors were added to the 
board. They are H. T. Bannon, attor- 
ney of Portsmouth who has represented 
the company in a legal way for many 
years. The other is H. M. Marler, 
president of H. M. Marler & Co., 
Ltd., Auckland, New Zealand, who has 
represented the company in Australia 
and New Zealand for a number of 
years. ; 

A complete list of the new board is: 
Roger A. Selby, president; Homer 
Selby, vice-president; W. B. Altman, 
vice-president; H. T. Bannon, W. R. 
Daley, Cleveland, representing Otis & 
Co., brokers; H. K. Ferguson, Cc. J. 
Hauck, vice-president; and H. M. Mar- 
ler. 

The directors authorized the pay- 
ment of the regular quarterly dividend 
of $1.50 per share on the preferred 
stock and 35 cents per share on the 
common stock, to stockholders of rec- 
ord on July 15, the dividends to be paid 
August 1. 


Plans Buying Trip 


ATLANTA, Ga. (UTPS) — James 
Craig, manager of the shoe depart- 
ment for the Keely Company, is plan- 
ning to make a buying trip to New 
York shortly. Bankruptcy proceedings 
recently taken by the store will not 
affect the operation of the shoe depart- 
ment, which will continue under the 
direction of Mr. Craig. 












Boot and Shoe 


Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor Anp 
SHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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Next Meek 


you will find 
in the 


Boot and Shoe 
Recorder 


BY the 26th of July, the minds of 

merchants are set in the direction 
of the correct, corrective and orthope- 
dic shoes for Fall. Our medical ad- 
visor, Norman D. Mattison, M.D., will 
give a “New Decalog of the Shoe.” He 
maintains that the usual method of 
shoe fitting is archaic and wrong and 
that the next step is for shoe fitters to 
observe the exposed foot. So revolu- 
tionary a theory needs the benefit of a 
national forum at this time, and all 
thinking shoe men should make a note 
of this issue and its major purpose to 
increase the study of the feet and their 
proper functioning. 


AAA 


HOES to match the costume ex- 

actly have been an important fac- 
tor in Summer business. They promise 
to play an equally important role for 
Fall, when merchants will be called 
upon to match the hues of gowns with 
fabric footwear dyed to order. There- 
fore, an article on dyeing shoes, writ- 
ten by a practical expert in the art, 
will be helpful, interesting and timely. 


AAA 





ni be 
ap ld fashioned 
S&S b hig boy 


HEL ZE 
2a Pe 


InvisIBLe MIDDLESOLE is the modern method of 
filling shoes. 

Longer wear... an even tread ...and absolute protec- 
tion against moisture, cold or dampness penetrating to 
the inner sole . . . all in one simple operation. 


“Don’t be old fashioned, Big Boy”. . . make lasting 
friends of your customers by filling your shoes with 
Invisible Middlesole. 


Beckwith Manufacturing Co. . . Statler Building . . Boston, Mass. 
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MEN’S SHOES 
Alden, a H 7 C 2 Abington, Miz c 
Billiken Shoemak« 


Craft G Pp. 


Ro} 
















A new idea in shoemaking? Decidedly so. 
Realizing that there are many who have extremely 
sensitive feet but who do not want to be deprived 
of the style element so necessary for the well 
dressed man, we have originated in BILLIKEN 
BENDER Shoes a line of men’s dress welts that con- 
tain all the ease and comfort usually found in 
. plainer shoes, but which at the same time are just 
as progressively styled and made on as up-to-date 
lasts and as attractive patterns as shoes of the 
most advanced style intended for club and college 
wear. 


Everything built into BILLIKEN BENDER Shoes is 





| 
' 


BILLIKEN 





3707—-Men’s BILLIKEN 








BENDER, Patent 
Leather Bal. Oxford, 
plain toe, flexible 
Goodyear Welt, all 
leather heel, 377 Last, 
A, 7-11; B, 6%-11; 
C and D, 6-11.. .$3.75 














3702—Men’s BILLIKEN 
BENDER, Black Kid 


Blucher Oxford, flex- 


ible Goodyear Welt, 
half rubber heel, 350 
Last, C, D and E, 
Oe Vinetancels $3.75 











Announcing anew member of / 
the Billiken Family—Pilliken Render 
For Feet That Are Tender 


A New Idea— Decidedly! 


BENDERS create a new 
era in shoe construction for the 
modern man. Be the first to in- 
troduce these shoes into your lo- 
cality and reap the benefit! 


THE BILLIKEN SHOEMAKERS 


ST. LOUIS 








put there with the idea of comfort, but style j 
never sacrificed. The soles are cut from the ver; 
best quality of belting leather, the most flexib) 
sole leather produced. The inner soles are spp. 
cially treated for flexibility and are sprung aboy 
one-fourth inch in the arch so that they will cling 
to the instep of the normal foot, giving sup ort 
The boxing in the caps of the shoes is very resilient 
and will never hurt the tenderest toes, but if h: rd); 
struck or mashed, will snap right back into shape. 
The counters are made according to a special jiroc. 
ess, to comfortably conform to the heel, fi‘ting 
snugly, giving a neat and genteel appearance, but 
so designed that they will never pinch or bliste:. 





Men’s BILLIKEN 


3704 


BENDER, Brown Calf 7-11; B, 6%-11; C 
Blucher Oxford, flex- and D, 6-11... ..$3.75 
ible Goodyear Welt, 3703—-Same style 

half rubber heel, sizes in Black Caif 
Gridiron Last, A, $3.75 





3701—Men’s BILLIKEN 

3ENDER, Brown Kid 
Blucher Oxford, flex- 
ible Goodyear Welt, 
half rubber heel, 
President Last, A 





7-11; B, 6%-11; | 
and D, 6-11... ..$3.75 

3700—Same style 
sizes in black. 


3705—Men’s BILLIKEN 
BENDER, Black Calf 
Bal. Oxford, flexible 
Goodyear Welt, half 
rubber heel, 370 Last, 
A, 7-11; B, 6%-11; 
C and D, 6-11..$3.75 
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Where Turnover Begins and Never Ends— 


Helmholz’s IN STOCK Dept. 


. = To / ee 4 ~— 
\ 4 ~— C 
\o} 
eX\ 
o\ 
a * CAN 





104 Black Calf. 
504 gee Chrome. : 
2 ones 00 

1401 Patent Chrome ar ‘ "athe 
1501 Light Smoke, Full Grain Elk. 11%- 2 .... 2.35 C and D Widths. 
1558 Camel, Full Grain Elk. 
1651 Coffee, Full Grain Elk. 
1701 Log Cabin, Full Grain Elk 
195! Black Calf. 
2501 White Washable Calf 

2%-5 .... $1.40 





106 Black Elk. 

606 Tan Elk. 

116 Black Elk, Shark Tip. 

616 Tan _ Shark Tip. 
8} . $2. 





05 
{9s 113-2 2.35 € and D Widths 
° 2.25 B-C-D Widths Shark Tip, lie. additional 
“White Calf 10c. additional 
pn 











1402 Patent Chrome 

1502 Light Smoke Full Grain Elk 
1552 Camel Full Grain El 

1652 Coffee Full Grain Elk 

1702 Log Cabin Full Grain Elk 


1664 Tan Elk, Wing Tip 

1154 Black Elk, Shark Tip. 

1654 Tan Elk, Shark Tip. 
8% e-11 2.00 








11%- 2.35 C and D Widths 
Shark Tip 10>. additional 1952 Black Calf 
2502 — has ashable Calf 

A 24 $1.30 

/ . 5 y 50 
eS 1a 

S 2 2.15 B-C-D Width 

> 7 White Calf, 10c. additional 


(1) Combination Lasts—Plenty toe room. 
(2) Flat Insole—No seams or raised 





edges. 
3450 Patent Chrome, Black Calf Trim. (3) Curved-in Arches—Needful Arch Sup- 
3650 Brown, with Light Color Trim 
11%-2 $2.35 © and D Widths. port. 


(4) Long Wear—All materials carefully 
tested. 





Terms 


5% 15 Days 
3134 Black Calf, Black Lizard Trim. 


Helmholz Shoe Mfg. Co. 
3634 Brown, with Tan Lizard Trim 


Beat 222 200 IN STOCK DEPT. 
11%- 2 .... 2.35 € and D Widths 


Ps came MILWAUKEE, WIS. 


K . 3173 Black Calf, Black Lizard Trim 
3673 arOwn with Light Color Trim 
113 . $2.35 C and D Width 


3460 Patent Chrome, Black Lizard Trim. 
11%- 2 .... $2.35 © and D Widths 








Bie IL oe.. 1.85 

14 . 2.15 B-C-D Widths 
1499 Patent c hrome, without Cutout in Quarter. 
$1.35 


1496 org Chrome 
8 $ 





505 Patent Leather, Black Calf Top. 2% 3 2186 Black Calf, Black Lizard Tongue 
605 Tan Elk. si XS . $.50 2486 Patent Leather, Black Lizard Tongue. 
ee 8%-11 1.80 8%-ll . $2.00 
11%- 2 .... 2.40 C and D Widths. 11%- 2 2.10 € and D Widths 11%- 2 2.35 © and D Widths 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, July 19, 1930 















IN-STOCK NOW 


‘op. AA 3%-8, A 3%-8, 
2-8. 





Coffee Elk oxford shield tip. 
(sold Spot sole kid lined. 





Sizes 8144-11 B to D 
Sizes 114%4-2 A to D 













Three excellent lines backed by the 


MEDEBN 


Saeed 
Modish Shoes for Modern Girls 





unfailing Green in-stock service. 





Modebs, a modish shoe for modern 
girls. This fast-selling up-to-date line 
is stocked in a variety of patterns de- 
signed to fit the needs of the modern 


girl. 


Junior Modebs, an excellent line of 


attractive high quality shoes. Well 
“ . Modish 
built, with Gold Spot Soles and fine ish Shoes for Modern Hases 





Elk uppers, these shoes are designed 
to stand the wear and tear and at the 
same time satisfy the style desires of 


the young girl of today. 


Greenflex welts, an unusual juvenile 





welt line. Styled to the minute and of 







excellent quality, meeting the present GreenfleX 
—_—_—_—<———_———) 
Flexible Welt Shoes 

for Children 





day need for popular priced shoes. 






Sample Room 





960 Harrison Ave. 536 Statler Office Building 
Boston, Mass. Boston, Mass. 
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In-Stock Answers the Need 


F.. a number of reasons, 
conomic and otherwise, the merchandising importance 
f in-stock shoes is probably greater this season than 
ver before. Business conditions have exerted a 
sychological influence that has tended to delay buying 
of fall shoes. There has been more or less style un- 
certainty in the minds of merchants. As a consequence 
orders for merchandise for September and October re- 
tailing have not been placed in the customary volume. 

It was apparent at the Boston Fair last week that a 
great many retailers have awakened to the danger of this 
situation. They are beginning to realize that Septem- 
ber is not far distant and that if they are to have 
shoes to sell they must order them quickly. Indica- 
tions are that there will be a marked acceleration of 
buying and manufacturing in the next few weeks. If 
the stores that are not now covered on a substantial 
percentage of their early fall shoes are to offer their 
customers well balanced stocks of wanted styles, many 
of them will be forced to make general use of the in- 
stock service of the manufacturer in order to obtain 
deliveries in time. 

It is something of an accomplishment on the part 
of the American shoe industry that it has been able to 
keep abreast of the merchandising requirements of the 
times to such an extent that it can supply a consider- 
able proportion of the shoes that will be required for fall 
on short notice. It is still more of an accomplishment 
to be able to offer for immediate delivery not only 
staple types of shoes but many of the smart and intricate 
styles and patterns which will be most in demand when 
the fall selling starts. Retail merchants who fail to 
take full advantage of the possibilities of in-stock shoes 
are certainly overlooking one of the great facilities for 
profitable merchandising which modern methods of 
manufacture and delivery have placed at their disposal. 

It would be extremely unfortunate, from the stand- 
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point of orderly merchandising and manufacturing, if 
a large proportion of the retail merchants of the coun- 
try were to depend on in-stock for the major portion 
of their requirements. It would be equally unfortunate 
if retailers were to overlook the advantages of in-stock 
as means to enable them to fill in their needs, speed up 


their turnover, increase their profits. 


BR eports from the 


various shoe manufacturing centers indicate that manu- 
facturers have been extremely alert to the needs of the 
season and have created an abundance of wanted types 
and styles of footwear for men, women and children 
which will be available for immediate delivery. Manu- 
facturers’ stock departments were never in a position to 
supply a more pleasing assortment of footwear, ready 
to be shipped at once. Merchants were never in greater 
need of this sort of service. When the need and the 
means to supply it exist thus side by side, it naturally fol- 
lows as a matter of simple logic that the industry can 
look forward to a season of unusual activity on in stock 
footwear. 

To aid in this situation by helping merchants to the 
utmost in making the best use of the in-stock service 
of manufacturers is the primary purpose of — the 
RECORDER'S Shoes In-Stock Section. 

Retailers who have not been accustomed to buy any 
considerable percentage of their shoes from stock will 
find that this method of operating may necessitate some 
changes in their store system. They can profit by the 
experiences of other merchants who are familiar with 
all of the details of in-stock merchandising. The Shoes 
In-stock Section will, we believe, offer a useful forum 
for the exchange of information, and letters from re- 
tailers recounting their experiences in buying, selling 
and merchandising In-Stock Shoes will he particularly 


welcome. 











You Can Buy ELAMWAYS from Stock! 
Elam-Stitchsteps Too! 


OR Volume Buyers We Now Carry a Broad 
Assortment of Fine Styles of INFANTS’ 
SHOES Made in Smooth Bottoms Only. 








Both low and high styles. 


SHIPPED THE DAY ORDER IS RECEIVED! 


Send for Sample Pairs 
TO-DAY! 


Remem be r—in the 
ELAMWAY shoes it is 
impossible for the soles 
to come off. Cemented 
and very flexible. 





No tacks, stitches, nails 





B100—Pat. Strap, Elamway; Stitch- 


step. —extremely com f or t- 

B401—Lite Smoke Elk Elamway; B407—Lite Smoke Elk Elamway; 

Stitchstep. able, we l l -ma d e and unlined. IN STOCK. 

B402—White Elk El: ; Stiteh- B108—Whi Elk El ° N 

ot hit amway tit handsomely styled. saa. ite amway. IN 
IN STOCK. 


All Leading Wholesalers Carry ELAMWAYS. Volume Buyers Write Us Today. 





The Abandoned Way The New Elamway 
ELAMWAY 


@me() 


TRADE MARK 


Lasted with new 
Meco Lasting Ma- 





. 
No longer necessary to use tacks, chine. Soles Cemented on, Guaranteed NOT 
nails, staples or stitched in attach- to come off. Old methods aban- 
ing soles. doned, Very flexible. 











F. S. ELAM SHOE CO., Ine. 


ROCHESTER, NEW YORK 
FACTORY A: FACTORY B: 


F. S. Elam, Mgr. Byrom M. Elam, Mgr. 
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In Stock and In Style 





How the Manufacturer's Service Helps the Merchant Play 
Styles with Speed and Safety 


By E. T. H. BOWEN 


Buyer for Isaac Benesch & 


A buyer who is not 
a careful student of the ramifications of good in-stock 
shoe departments is missing many potential profit mak- 
ing possibilities. While many stock shoes may be used, 
a store may still keep its identification though buying 
unbranded shoes or hooking up with an exclusive line. 

Not one per cent of the shoe buyers originate styles 
themselves primarily because they do not have the re- 
search facilities that the keen manufacturers have—a 
certain definite group of manufacturers have real stylists. 
They have the organizations that are keen on style 
trends well in advance of the actual demand—conse- 
quently they are able to present better shoes, with a 
better sense of style value than if a shoe buyer picked 
out his own lines. If a buyer has reason to place confi- 
dence in a factory, experience will dictate that this fac- 
tury is in a good position to pick out salable patterns and 
leathers. 

When a manufacturer puts 5000 pairs of shoes in 
stock, he is quite sure to be right on style. This manu- 
facturer is in the market 365 days in the year while the 
usual shoe buyer is in the market 12 times a year at 
the best. 

Few buyers sensed that punched shoes would have 
the run they did, but many stock departments antici- 
pated this call, and in so doing saved many buyers a 
considerable number of “calls on the carpet.” 

When a customer gets on a rampage for a certain 
style, it always happens that some far-seeing manu- 
facturer has foreseen this situation and has a supply 
on hand. 

A good stock department enables a buyer to enjoy a 
longer season than if he depended upon having his 
goods made to his order. The chances of being tied up 
with deliveries is very remote, then in case a style goes 
out, a buyer can let go quicker if he is playing the in- 
stock game, for he has fewer commitments. 

It would be im- 
possible to do a ff \" 
profitable children’s | Hil 
business without re- iM | | 
course to a first- Ni 
class in-stock de- 
partment. Under 


Sons, Inc., Baltimore, Md. 


ventories in surplus stock rooms are reduced to a mini- 
mum, yet the forward stock is always complete. There 
is a long size range, which with the necessary widths 
needed to fit correctly, forces a buyer to carry a heavy 
stock of children’s shoes. Without the backing of a 
good in-stock department behind him, many a_ buyer 
would be forced to discontinue his children’s depart- 
ment, as the returns would not warrant the investment. 
As it is, a going children’s department is a decided asset 
to many an establishment. What human mind _ is 
equipped to buy the long run of sizes and widths neces- 
sary to maintain a well-balanced stock if he is forced to 
buy from six to eight weeks in advance. It is safe to 
say that intelligently conducted stock departments enable 


us to reduce our investment by at least 66 2/3 per cent 


L. all our store operates 
six distinct shoe departments or two complete family 
shoe stores, taking the entire shoe business as a whole, 
we operate fairly successfully even though we depend 
on in-stock departments for 75 per cent of our wants. 

Ten years ago the customers were not being fur- 
nished with fast, accurate style information. Now, 
thanks to the daily papers, the style magazines and the 
movies, a great many shoe consumers pick up advance 
style information even sooner than the retail outlets. 
Even so-called staple, corrective shoes are not salable 
unless they have their style appeal. 

All of this places a tremendous burden of responsi- 
bility upon the retail merchant. To the extent that he 
places make-up orders he must decide some time in 
advance what styles will be wanted by his customers and 
if he were to place all of his orders in advance, as 
many retailers formeriy did, he would run the risk of 
making many costly mistakes. So most up-to-date mer- 
chants are using in-stock departments for a considerable 
part of their mer- 
chandise, placing a 
certain percentage 
of their business 
covering staples 
and styles of which 
they can be certain 

















the present connec- 


; e r \ 
tions, enormous in- S¥> 
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on make-up orders 


in advance. 








IN STOCK 


AAAA'S TO C's I's TO 9's 
ME LT 





Q Notable Product and kwice of || AAAA'S TOC'’S T'S TO 9's 


Thi United Sates Shoe Company 
Gncinnali 






















Write for a complete catalogue Write for a complete catalogue 





The PLAZA Gore Pump 


t over 150 last with 17/8 hee 





14351 








No —_ BI ‘ k gan eee 14351 
No. c dw I 2 1, 23? : 
NOUEGE COBO erensersmecass 14351 ee F 

g, col bluc 14601 
No. 223—Black 2 
- mc « ter 14601 
~ No. 229—-| k . J 
~~ « 7 k re 
il PNi \ f We 2 UU BR MENS NU ff aes ware 14601 
—_ . No. 230 — W I et 
~ on] i (Dyeable) 14351 
aa i  cedili No. 231 
—_ ~_e__— oN ate 14351 
The GARNET Gore Pump The MARIE Oxford Tie ae Rg % 14601 
I P . } - th 14/8 FE t wer 195 last e} 5/8 Cuban No. 245—Pat t Mates 
Cut heel heel snake collar and straps.eccorces 14351 
No. 251 kk black No. 236—D k k lack 
‘ k 14351 and hite 2 14351 
No. 252—I k sand No. 237—I k 1 berg 
ke t 14351 watersnak m . 14601 
No. 253—M j No. 238—] br k " 
br k n 14601 wn Nake triM......000 14601 





Le The DIANA Center Buckle 


ie BL E 


J 





_ — No. 200—D 
The AILEEN Pump No. 201 
R r 162 last with 19/8 heel strap H 


No. 202—Mox 
Baas ns slate 





No. 600—W hite silkray (Dve 
’ Patent ble) a pieieieennneanaiin 14101 
No. 870—Java br n ki 14101 No. 601—Black satin ............ 14101 
No. 871—Nautical blue kid.. 14101 No. 602—Patent ther . 14101 
No. 872—Dull black kid....#.. 13851 No. 603—Dull black kid...... 14101 








ss | The DELUXE Strap 
~ a at¢ last ath 18 @ } ] 


No. 204 


I 4 nd 


ent and H tit 

; The EVE Pump No. 205—Patent 
d with No. 604—Brown lizard with mode 
el] 14601 Spice Alagoa eset 
h black " oe 

14351 

h black 
14601 

Town 


ve 14601 
l na 





lack sand 
14351 
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The DANUBE Pump 

t over 170 last with 19/8 heel 
No. 209—Black satin 
ho. 210-- White kid 
». 211— Black satin .... 
». 212— Patent leather 

No. 219--White Toser: 
(Dyeable) 


No. 227—-White Lose: 

























Gincinnati 


os 





The LUCERNE Pump 
Built over 150 last with 17/8 





Spanish hee 
No. 216—Dull black kid with pate 
ent trim and hechocccccocccccceresece 14351 


No. 218 Mode beige kid with 
Java brown kid trim and heel 14601 


e a ‘ 
=F, rys 
rf 
~ ¥ ' 
a, 4 } 
\ . - il 
™ } 
——»=—_—_————— —— 
~ ee 


The ETTA Center Buckle 
Built over 162 last with 19/8 heel 
No. 607—Dull Mack kid with pearl 
lustre trin - 14351 
No. 608 1 lustr 
trim 


No. 609— 








io 


brown kid 





The HOLLYWOOD Tie 
Ie over 75 last with 13/8 heel 


No. 386—Java Brown kid with Lido 
s . 


New 170 last with 20/8 spike heel 








Q Notable Product and Sewice of | p~AAAA’S TO C’s 


1's TO 9’s 





Tht United Hates Shoe Company 














The Y 


Cul 


Built over 
1 covered 





The WHIZ 


Built over 202 last with 15/8 wood 
covered Cuban heel 
No. 35—Black satin kid th black 
Calcutta lizard rap.. ----14251 
No. 36-Brown kid with brown 
Calcutta lizard strap... 14251 
No. 37—Patent with black Calcutta 
Lizard Strap  cercccecccevccceveceeseccess 14251 
Nee 
\ j 


‘ORK 
Built over 2 last 


No. 26—Dull blac 


The RHENA 


No. 12—Black kid 


ard underlay ...... 





The DOMINO 





Write for a complete catalogue 


vith 14/8 wood 
cl 

















Built over 415 last th 14/8 
No leather heel 
. rh No. 10—Black kid 
No ard underlay .. 
“hada No. 11—Br 
aig lizard underlay 
x + greet 
iwede pearl lustr tripping _" 
14601 
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Express Car Service 


Reserve Stock of Men's Shoes Always En Route 


to Keep Stocks Fresh 


The men’s shoe department 
of the George Muse Clothing Co., Atlanta, shows an in- 
crease in pairs over the previous year. What makes this 
statement seem doubly strong is that this store is about 
the only one in town selling men’s shoes that did not have 
a sale. The first question fired at Charles Brady was, 
“How did you do it?” Answer. The store’s reserve 
stock was kept in express cars and not on the shelves, 
for one thing. Another reason was we went into the 
$6.00 field for both the conservative man and the young 
family man, who is counting his pennies. 


Didn’t you, by bearing down on $6.00 
shoes, create a tendency to cheapen the department? 
And didn’t this lessen the sale of your higher priced 
shoes ? 


Question. 


Answer. There are five legs to our shoe stock. In 
other words, we have five separate sections, none of 
which are allowed to get over 20 per cent in units, viz, 
shoes retailing at $6.00, $8.00, $10.00 and the Arch Pre- 
server and Johnson & Murphy lines. The following 
table shows what percentage was sold in each division. 
Taking the current retail conditions into consideration, 
it appears that the featuring of the $6.00 shoes did not 
have any tendency to lessen the sales of the better shoes. 
In fact, the sale of the $6.00 shoes were 2 per cent less 
than a year ago. Playing these shoes up strong brought 
in many men to the department who would not have 
come otherwise. 

The groups _ selling 


method. The present feeling is never to hold a sale 
again, but to keep plenty of fresh merchandise coming 
all the time. 

Question. That does not explain the “Express Car” 
dope. Just what is meant by it? 

Answer. Some time ago an agreement was reached 
with the factories who make our shoes whereby they 
would stock certain of our special shoes for us. That is, 
they would always keep a definite number of pairs made 
up for us to draw on. As fast as the store draws on 
the factory for shoes these sizes are immediately put 
in the works. The George Muse Co. agrees to buy all 
shoes made up, so that the factory’s part is an automatic 
stock filler. Orders sent in to factories Saturday morn- 
ings are on our shelves by the following Wednesday 
evening. 

Question. 
rather than after? 

Answer. A store always has more exchanges from 
its Saturday business than from the rest of the week 
combined, due to so many wrap-ups. 

Question. What kind of records do you use? 

A large sheet that gives a history of each 
number. This sheet also has what we consider the ideal 
base stock for that number. This is the number of pairs 
that should be on hand at all times. Attached to this 
permanent sheet is a temporary regular size sheet, which 
shows the actual stock on the shelves. This actual stock is 
kept stronger on the good sizes during the heavy selling 
periods than the base 
stock sheet calls for, but 


Why size up before Saturday’s business 


Answer. 





above $10.00 were off only 
5 per cent each, while the 
strengthening went to the 
$8.00 and $10.00 lines. 

A personal check-up of 
customers wearing the 
high grades, showing that 
they had not gone into the 
lesser priced fields but 
were just wearing their 
shoes for a longer period. 

Question. What about 
this “Express Car” stuff? 

Answer. The bait used 


to bring in the trade was 
new shoes, not sales. The 
twenty-four pair increase 
definitely shows the custo- 
mer  feaction to _ this 








at other times it keeps as 
close to the ideal stock as 
possible. In this way there 
is no accumulation of old 
shoes, and what is of 
more importance, there is 
no such thing as being out 
of good sizes for more 
than a day or so. You see, 
this entire method is fig- 
ured on a unit basis. A 
store has an outlet for so 
many pairs or units. It 


oy 


also has an inlet for so 
many units. These should 
balance. And they will, if 
one sells by units and buys 
by units. Dollars will take 
care of themselves. 
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For a good measure this was added. “The hardest proposition in shoe re- 
tailing is to get a proper turnover on men’s high-grade shoes. Just about 
the time it seems to be working out good, something happens. The way 
just outlined has proved our salvation. Remember this, however, hard times 
are not coming, but soft times are going.” | Charlie Brady of At- 

The buying of wrong styles in the wrong proportions is one of the greatest | lanta says ‘Hard 
evils in the retail shoe business today. It is more an evil today than ever | times are not coming 
before because a man buying the wrong color or the wrong trim, pattern | 
and heel finds his stock absolutely valueless from the point of salability. He | but soft times are 
may have picked the shoes with his own taste in mind but he finds that he | going.” 
has erred when the customers buy only three pairs out of the forty-eight 
ordered. 

The errors in buying come through a lack of understanding on the part 











of the buyer of what the public wants when it wants it. 
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ANN ELISE WELTS @ 


ANN ELISE WELTS @ 


ANN ELISE WELTS @ 


ANN ELISE WELTS 








































Profits? 





No. V1192—83.85 
Light Smoked Elk Sport Blucher Oxford. 
Log Cabin Elk Trim, Vassar Last Du- 
flex Rubber Sole with 10/8 Rubber Heel. 
In stock AA, A, B, and © at Auburn 
and St. Louis. 

No. V1692—83.85 
Same in White Elk with Black Calf 
Trim. In stock AA, A, B, and C at 
Auburn only. 





No. 11144—84.65 
Genuine White Buck Step-in Pump, Tan 


Calf Tip. Trim and Small Bow Cover 
ing the '4 in. Gore. Irene Last 17/8 
Leather Heel. In Stock AA, A, B, and 
© at Auburn only. 


No. 11244—84.65 
Same as above. Black Calf Tip and 
Trim. Irene Last. 17/8 Leather Heel. 
In stock AA, A, B, and © at Auburn 
only 





No. 11455—84.65 
Genuine White Buck, Buckle One-Strap. 
Black Calf Trim. Irene Last. 17/8 
Leather Heel. In stock AA, A, B, and 
© at Auburn and St. Louis. 

No. 11555—84.65 
Same only with Tan Calf Trim. In stock 
AA, A, B, and C at Auburn and St 
Louis. ° 


AUBURN, ME. 


(Factory and In-stock Dept.) 













80 


ANN ELISE WELTS 


®& 
& 
= 
bal 
B * e 
<>) 
4 
a>) 
2 
é 
~ 
NM 
-_- 
-_ 
= 
z. 
Zz. 
™ No. K1S35—83.85 ; ; 
tng ae Grain Kid Two-Strap On this page are illustrated 
‘ ente suckle Ke > ast. 5 ° 
© Wood Cuban i nage AA, P B. six of the best sport shoe 
and C at St. Louis only. models you can find for im- 
2 mediate sales to your cus- 
J tomers. Every one is a 
z quality welt, with better 
- materials than you would 
a) expect to find in medium- 
- riced footwear dt 
5 p , and better 
z shoemaking. Every Ann 
2 No. N1I581—83.235 Elise sport welt is built on 
Dark Brown Moccasin Vamp Oxford. Co-ordinated Lasts and 
Beige Trim Niblick Last Gristle Sole. = ‘ 
@ 6/8 Rubber Heel. In stock AA, A, B. Patterns, which give perfect 
7 eS ae ae ee fit and comfort and sample- 
- size appearance to every 
5 size and width. Further- 
w more, the snap and style of 
z Ann Elise patterns con- 
> ceal a real arch-support 
= construction, giving these 
wl shoes the advantage of an 
z No. N1257—63.25 extra selling feature — a 
= White Calf, Sport Oxford, Black Calf plus feature that women 
Saddle 1 Tip Niblick Last. tearfoot ° r 
Rubber Sole with Sevien Heel. In stock will appreciate. Place your 
® AA, A, B, and © at Auburn only order now on one or more 
No. N1I357—83.35 of these Ann Elise sport 
Ss e on Niblick Last. White Calf with ; : 
N White Tizard Saddle and Tip. Gristle welts. Write to our near- 
& Sole. In stock AA, A, B, and € at est in-stock department, or 
- Auburn only. 
5 a iia send for the summer cata- 
0. ° OU Beet 
Beige Calf Sport Oxford Dark Brown log of _ Sport and regular 
_ Calf Saddle and Tip. Stratford Last Ann Elise Welts. 
2) Bearfoot Rubber Sole, with 9/8 Rubber 
— Heel. In stock AA, A, B, and C at 
& St. Louis only ~ O 
z No. $1257—83.35 IN ST CK 
Zz Same as above in White with Black 
< Tri 0/8 Rubber Heel. In stock AA, 
rg and © at St. Louis only. St. Louis Auburn 
®@ 
N 
5 ae 
B 
+ SHOE COMPANY 
i? 2) 
— 
Ps 
z ST. LOUIS, MO., 416 North 12th St. 
z (In-stock Dept.) 
® ANN ELISE WELTS @ #£ANN ELISE WELTS © 
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IN-STOCK ++ 


FLORENCE 

HZOT wecccesescccecce ce oMHeibed 
\ll black kid five eyelet tie. Dux Bak 
je. 11-8 leather heel with rubber top 
ift Goodyear welt. 

WZOS cece reece vec cccs oH. 
\ll white kid five eyelet tie. Treated 
ole 11-8 leather heel with rubber top 
ift. Goodyear welt. 


BEBE 

MADR we ccccercccccccccs sc oPedeme 
\ll mat kid front gore tongue pump with 
mt kid and silk kid bow 16-S mat 
sid covered Louis heel Goolwear welt 
W408 wc cccces eee ee ROD 
All white kid front re tongue pump 
with white and silver kid bow 16-8 
vhite kid covered Louis heel Cioodyear 
welt 


AVALON 
FEZ wc ccc ccc ccc cccccc c oMBesbed 
All black kid, one button one strap. 14-8 
kid covered Cuban heel 
WZ cc ccccccccccccc ce M40 
All white kid, one button one strap. 14-8 
kid covered Cuban heel Goodyear welt 


MUSETTE 

K200 cece eccccccccc ccc oMHesbed 
All black kid six hole tie. 14-8 leather 
Cuban heel with rubber top lift. Good 
year welt. 

BZOS wccccccccsccccccc se P40 
Quaker City brown kid six hole tie. 14-8 
leather Cuban heel with rubber top lift 
Goodyear welt. 


KORECT 
K2OD wccccccccccsccccc es o PAO 
Black kid five eyelet tie with mat kid 
apron tongue. Dux Rak sole. 12-8 
leather heel with rubber top lift. Good- 
year welt. 


The WAL 


COLUMBUS 


++IN-SEASON 








WILMER 
B4UE ccccccccccccccccc c opie 
Brown kid five eyelet tie with mauve kid 
tongue inlay vamp and collar 14-8 
DELROY covered Cuban heel Goodyear welt. 
ISIE ccc cece cece ccecces PE. BESED ccccccccccsecsesc co ES 
Black kid four eyelet tie with black Black kid five eyelet tie with black suede 
suede quarter inlay 14-8 covered Cuban tongue, inlay vamp and collar with gen- 
heel Goodyear welt uine black lizard insert tip 14-8 cov 
BBIS ccocccccesescoccccs che l® ered Cuban heel Goodyear welt 
Quaker City brown kid four eyelet. tie 
Brown kid vamp and quarter with mouse 
kid tongue and inlay quarter 14-8 cov 
ered Cuban heel 


MELODY 
HEZOB ccc ccccccccsccccc cs oP tesben 
All black kid three eyelet tie with cut 
out vamp. 14-S leather Cuban heel with 
rubber top lift Goodyear welt, 


BZOR wc cc cece csccccccs PFO 


PRISCILLA All Quaker City brown kid, three eyelet 
Ree. 466564668 6000060008088 tie with cut-out vamp. 14-8 leather 
black kid front gore pump Blach Cuban heel with rubber top lift Good 
t ry ack 
bow with pearl lustre trim 14-8 year welt 
covered Cuban heel Goodyear welt, 


METATARSAL 
ARCH-RELIEF AIRY 
BAO cc cccccccccccccccs oMebe 
SIZES black kid (dull finish) three 
» Punched vamp and quarter 
AAA5 to 10 covered Cuban heel. Goodyear welt 
AA414 to 10 C407 
All Lido Sand kid three eyelet 
A4 to 10 Punched vamp and quarter, 15-8 cove 
B-C3% to 10 Cuban heel Goodyear welt 
ae WOK cccccces 
D4 to 10 All white kid three eyelet tie. Punched 
vamp and quartet 14-S covered Cuban 
heel. Goodyear welt 
ee eee SED cacsacticsieinsiocee 
Brown kid three eyelet tic Mauve kid 
punched vamp with brown kid tip) and 
quarter 15-8 covered Cuban heel Good 


year welt 


Terms Net 30 Days 
Twenty-five cents additional for 
orders of less than three pairs. 


BEVERLY een 
W4OD ccccccccccccccccec opibcue 
Mat kid center buckle two strap with 
patent straps, collar and vamp yoke 

BIRDIE 16-8 mat kid covered Cuban heel 

cece e reece reece ene REO B4AOS wc cece cee cccec cece oPibeme 
Sandy Eric Calf, one buckle, eight eye Quaker City brown kid center buckle two 
let tie with Marron glace Eric Calf tip, strap with mauve kid straps, collar and 
strap and back stay. Ruftred sole and vamp yoke 16-8 brown kid covered 
11-8 leather heel with Ruftred top lift. Cuban heel. Goodyear welt 


KER T. DICKERSON Co. 


OHIO, U. S. A 
Go 





fle 
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Figure 1 — A_ typical Model 
Schedule. The first step toward 
getting the sizes in stock propor- 
tioned correctly is to make a 
Model Schedule to fit the store’s 
needs. Then strive to build each 
unit of stock toward this sched- 
ule’s proportions 
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Figure 2 — A composite size 
schedule of all styles in one unit 
of stock. Such a schedule should 
be made before ordering a new 
shoe to go into that unit. Dots 
show sizes to be ordered 


g 
/3 
/4 
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Figure 3—The new shoe should be 
ordered this way, buying “needed” 
sizes instead of a “regular” run. 
By so doing this unit will gradu- 
ally be built more like the model 


Soon after Jim Bowman took his 
son Charley into the firm he pasted on the order file a 
warning which read: 

1. Too many shoe stores fail. 

Z. Most of them fail because of too much old stock. 

3. Old stock is always broken sizes. 

4. Broken sizes are always end sizes. 

“Charley, if you can solve the size problem, especially 
the end size problem,” his father had told him, “you'll 
be over one of the biggest hurdles in the shoe business.” 

Ever since then Charley had been studying the size 
problem from various angles and found it not at all 
easy. 

But the fact that sizes were hard to control, he rea- 
soned, made it all the more necessary that the size 
problem be given much careful research. 

Jim Bowman argued that if a store’s sizes were in 
perfect proportion no sales would ever be lost on account 
of size. 

Charley disagreed and advanced this peculiar sounding 
theory : 

In a perfectly proportioned stock there will be, and 
must be, a considerable number of Sales missed on end 
sizes—otherwise the stock is too heavy on the ends. 

He explained his theory this way: “I have worked 
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Regular Sizes 
By MURRAY C. FRENCH 
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out a “model schedule” (Fig. 1) which, I believe, shows 
the exact distribution of sizes that would be ideal for 
this particular store. I arrived at these figures by taking 
the sizes we have sold plus the sales we have missed on 
account of size minus the left-overs on which we took 
a loss at the end of the season. Then I tempered the 
whole thing with a little judgment ; that is, I hope it was 
judgment. 

“If our sizes on hand were proportioned like this 
model, they would sell out evenly. That does not mean 
we would miss no sales, but the middle sizes would not 
be gone before the end sizes disappeared, as is commonly 
the case in all shoe stores. 

“According to this model we need about ten pairs of 
6 A’s to every pair of 9 A’s. 
the 9 A woman wants to see just as 
many styles as the 6 A customer. 

Sut if our model is reasonably cor- 


Unfortunately, however, 


QAWPP> 


rect, we should evidently be able to 
show her only about one-third as 
many styles. Therefore, we are three 
times as likely to miss her. That’s 
plain, isn’t it? 

“If we could possibly suit every 
9 A customer with fewer styles, we 
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vould certainly need no more styles for the 6 A woman 
either. 

“But as it is, if we have as many styles in 9 A as we 
ave in 6 A, then two-thirds of our 9 A’s will be left 
iver to take a loss on. That's why I say that in a per- 
ectly proportioned stock we are bound to lose end size 
ales.” 

“Charley, my boy, I'm afraid your arithmetic has gone 
o your head,” said his father. “You talk as if we 
hould be happy when we miss an end size customer. 
rhat’s foolish!” 

“No,” Charley answered, “but I do mean that we 
hould be only one-third as sorry to miss an end size 
‘ale as a middle size one. And the only way to miss the 
fewest sales is to have the sizes in each unit of our stock 
is near like the model as we can. 

“Tor instance, today we are ordering a new style in 
blue kid, high heel, to sell at $8.00. So I have taken a 
composite size sheet of all our $8.00 blue kid high heels 
(Fig. 2). Instead of ordering 60 pairs of ‘regular’ 
sizes, we'll do better to buy only 50 pairs, heavy where 
we need them most and light where we have too many 
already. Here’s the way the order should go in 
(Fig. 3).” 

“H'm, no 714 A,” his father remarked. “‘As likely as 
not the first call will be for that size.” 


2|-|3/- 
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Make Irregular Stocks 


Know which sizes sell best 


when you buy from stock 


“Possibly so, but we have 6 pairs of that size already. 
And when the salesman finds he hasn’t her size in this 
new shoe, he’ll buckle right down to the job of selling 
her one of the 6 older pairs—with a good chance of 
making it. If her size had been there in the new shoe, 
it would have been a simple wrap up. But the 6 old 
pairs would be just that much older and an ideal oppor- 
tunity to sell one of them would have walked out the 
door. That’s serious! 


ee 
Is no trick to sell 
the first pair of a new lot. But it takes real manage- 
ment to prevent incoming new shoes from interfering 
with the sale of the older stock.” 

“That's all foolishness, Charley. These older blues 
will be pretty well gone when the new lot comes in.” 

“Yes, some of them will be gone, but the chances are 
they will sell now in just the same proportion as they 
did before. The weak spots will be weaker and the 
heavy spots now will still be too heavy then.” 

“But Charley, just look at the sizes you are ordering! 
They are broken up already, and we are agreed that 
broken sizes are our biggest loss-makers.” 

“Now Dad, let me make myself clear. Whenever a 
line is one-third gone the sizes are broken. Conse- 
quently almost our whole shoe store is made 
up of broken lines. \We can't get away from 
broken lines—nor do we want to. 

“That’s what we’re in business for, to make 
broken lines out of full ones. ‘The more 
broken a line becomes the more money we 
make. 

“But the point is this: If all 
the lines become broken in the 
same sizes we'll certainly miss 
more sales than if we force 
some lines to be broken where 
the other lines in the same unit 
are full. Ordering needed sizes 
instead of regular runs is the 
only way to do that. 

“In this particular case you 





Regular Sizes Make Irregular Stocks 
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Here’s another version of 
a size schedule—the fa- 
mous Burrill Chart that 
has aroused such tremen- 
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THE BIGGEST SIZE SHEET EVER BUILT 
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and state conventions. It 
refers to men’s shoes and 
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can see that if we ordered a ‘regular’ 
run we would be stuffing the sizes that 
are already full and underfeeding the 
sizes that are starved. 

“‘*Regular’ sizes make _ irregular 
stocks, left overs and losses. Buying 
‘needed’ sizes keeps the stock in tune 
with the actual demand, so the left 
overs will still be in ‘wanted’ sizes.” 

“T’ve often thought,” Jim Bowman 
remarked, “we spend too little time in 
buying and too much time in repent- 
ing. We pick styles carefully but when 
we write the sizes it seems we usually 
do it in a big rush to get the salesman 
off on the next train.” 

“There’s nothing personal in this, 
Dad,” Charley answered, “but left over 
sizes have been end sizes for so long 
that most of the shoe trade doesn’t 
even have the nerve to think it could 
be otherwise. If a 6 B woman comes 


in at clearance sale time we feel she | 
really should know better—6 B’s are | 


never left overs.” 

“You’re right, Charley. Ever since I 
can remember the shoe trade has been 
buying ‘regular’ sizes. And ever since 
I can remember the shoe trade has 
been making money on middle sizes and 
losing money on end sizes.” 

“Here’s another way of expressing 
my idea,’ Charley went on. 
tion of stock should be thought of as 
one unit, not as the several broken lines 
that compose that unit. In buying a 
new line we are really sizing up that 
unit, and we should order the sizes 
needed to make that unit approach 
model proportions. 

“In the case of these $8.00 blues it’s 
plain that we shall miss fewer sales if 
we order 50 needed sizes than if we get 
60 regular sizes.” 

“Yes, sizes are peculiar animals. It 
often happens ‘for no reason at all’ 
that one line sells out in the narrow 
widths, another in the wide ones, an- 
other in small sizes, another in big 
ones. I’ve often been tempted to throw 
up my hands in despair and admit, 


| ‘You can’t tell a thing about sizes! 


| rect. 


| trade and 
“Each sec- | 


heed 


“That’s certainly the very reason we 
should order ‘needed’ sizes only every 
time,” Charley argued. 

“Being a hound for statistics,” said 
his father, “I would think you could 
get up a perfect 60-pair schedule, let’s 
say, and then stick to it.” 

“But that’s exactly the wrong way. 
If one line has small sizes in B’s the 
next one should have them in C’s, if at 
all. In some styles end sizes must be 
omitted entirely—all to make the total 
as nearly like the model as possible. 

“There can be no one perfect sched- 
ule, though I hear some lazy-minded 
shoe men still have the inexcusable 
habit of writing ‘sizes as above’ for a 
half a dozen styles at once. When 
those shoes come in there will be six 
pairs of 8 A’s and no 8% A’s at all, 
which is plainly out of proportion.” 

“All of which may be right, Char- 
ley, but how do you know your model 
schedule is correct?” 

“Ah, Dad, old dear, I was hoping 
you wouldn’t ask that question. My 
model schedule, sorry to say, is incor- 
Its sizes average too narrow for 
our $6.00 shoes, too wide for our $10.00 
grade, too small for the arch support 
too large for the novelty 
styles. It is simply a practical and 
trustworthy guide, a basis from which 

can use my judgment and make 
changes as occasion seems to demand. 

“The way I 
model schedule is to take sizes on our 
odds and ends, in units, every single 
month. When the odds and ends are 
right the buying is right. 
pairs’ are heavy on the ends, our ‘first 
pairs’ were bought too heavily there. 


The left over stock is really the place | 


to learn the best size-buying lessons.” 
“Now let’s see if I get you right,” 
Jim Bowman broke in. “You contend 
first, that we worry too much about 
missing end size sales early in the sea- 
son, and too little about end size losses 
late in the season; second, that every 


84 


intend to correct my | 


If our ‘last | 


shoe we buy is really a ‘sizing up’ of 
the section of stock into which it will 
go, therefore we should buy ‘needed’ 
sizes instead of ‘regular’ ones; third, 
if we build every unit of stock so its 
sizes are proportioned like our model, 
then our left over sizes will still be in 
model proportions, consequently most 
salable.” 

“Perfect, Dad! 
the class.” 


Go to the head of 


Self Service Store Opened 


| MEMPHIS, TENN. (UTPS)—The Nu- 
| Way Shoe Store, featuring “self-ser- 
' vice” for customers, opened for busi- 
ness at 136 North Main Street here 
recently. H. Veprin is manager. 

The shelves are arranged in tier 
fashion, and filled with samples of every 
style carried in the store. The size 
|number of every item is carried 
| plainly above each style arrangement 
on the shelves and the shelves are so 
arranged that the tallest is within 
| easy access to the customer. When a 
customer selects style, size and color 
from the shelves, a salesman fits it. 
Every shoe in the house is priced at 
$2.95 per pair. 

The merchandise is neatly and 
orderly arranged against a neutral col- 
or background and makes a rather good 
appearance in contrast to the usual as- 
sortment of boxes on shelves. 

A good line of hose in assorted col- 
ors priced at $1 is also carried. 


Seeks Facts by Mail 


New YorK—The Coward Shoe Co. 
| has sent out a letter to over 250,000 
| residents in New York and New Jersey, 
seeking information in regard to likely 
locations for the opening of new branch 
stores, as well as the reaction of the 
| consumer to direct mail advertising. 


BooT AND SHOE RECORDER 


combining THE SHOE RETAILER, July 19, 1930 








Repeat Profits] —~" STOCK NOW 


Young “fellows” everywhere are primarily interested 

in style, but style alone will not build profitable busi- 

ness—it’s the repeat sale! 

Bob Smart shoes are chuck full of style as well as ee 
. o. O2 Mack c% 

quality—and are excellent fitters. an Mic aba. cae 

Many of our Agencies will testify that by using our ee oe "on ns 

complete In-Stock Department they turn their stock 

six to seven times annually—which guarantees you 

a profit! 


No. O41 

Black Kid, rub 
ber heel, Banker 
Lust S350 


No. 0940 

Sameas No 

0941, only brown 
K3B.50 


ARCH-RITE 
HEALTH SHOES 


Made of genuine calfskin with plump, long wearing soles, : 
foot-form insoles, special health steel arch, first-grade rubber — yo cna 
heels. Built by highly skilled city shoe-craftsmen. Carried Last 83.50 
in stock as narrow as AA and No. 0920— 
as wide as EEEE—forty styles. Same as No 
0921, only rich 
Use our IN-STOCK DEPART- 9" "* ? "gsi, 
MENT to increase your profits. 
Order in some of these new 
early Fall styles! 


No, 0969 Black 
ealf, rubber heel, 
cord tip. Blackstone 
Last 83.50 


No. 0968-——-Same as 
No. 0969, only brown 
S350 


No. O99D Black 
ealf, rubber heel 
Zev Last. 83.50 


BOB SMART 
SHOE COMP ANY TERRITORIES OFEN 


Kentucky and Minnesota Open for Capable Salesmen 


MILWAUKEE, WISCONSIN with Following. Give Full Details. Confidential. 


Boot AND SHOE RECORDER me 
combining THE SHOP RetAILer, July 19, 1930 





In Stock Shoes by Airplane 


| 
SDWARD VAN DER JAGT, who, with his brother Leonard, 
~ operates the Edwards Boot Shop and the Leonard Boot Shop 
in Grand Rapids, recently found his stock short a considerable 
quota of shoes. One hour and fifteen minutes later, after cross- 
ing western Michigan and Lake Michigan in a “Kohler” plane, 
he walked in on Treasurer Ed Huth of The Huth & James Shoe 
Mfg. Co., in Milwaukee. 


Before 3 o'clock eleven cases of 36 pairs each had been bought, 
cased and packed in the Michigan plane, and at a quarter past 
four the same afternoon Edward Van der Jagt was taking the 
shoes out of their packing cases and transferring them to the 
shelves of the Fdwards Boot Shop. 

The accompanying illustration shows the plane being loaded in 
Milwaukee. 


A USEFUL IN STOCK ORDER FORM 





Order 
iio ie oi eg 2 
. Shipping 


Manufacturer’s Name Instructions 
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. Leather | Pattern | Last | Sole Heel | Lining | Vamp Tip Quarter | Finish 
Description: 

















Detailed instructions as to sizes and shipping speed delivery of in stock shoes. 
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